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“READ YOUR POLICY 
WEEK” SUGGESTED 
BY LOCAL AGENTS 


Idea Wins Favor at New York State 
Convention in Syracuse 
Last Week 








MAKES BIG HIT AMONG AD MEN 
Generally Regarded as Fine Publicity 
Stroke; Adjusters and Lawyers 
Could Help on Copy 


The best fire insurance publicity idea 
which has yet been conceived. 

That in brief is the general estimate 
among newspapers and advertising men 
of the proposition to launch a “Read 
Your Policy Week,” now having the at- 
tention of the executive committee of 
the New York State Association of In- 
surance Agents. 

Publicity which fire insurance has had 
recently, inspired by Untermyer and 
Lockwood, has been nothing to rave 
about. 

Rarely have the newspapers had a 
pleasant thing to say about insurance, 
but “Read Your Policy Week” offers an 
opportunity to get insurance into the 
limelight, and to do it in a legitimate 
way. The mere announcement is a news 
story for daily papers, and the changes 
which can be rung on the idea by enter- 
prising local agents, helped by their 
daily newspaper friends, is endless, 

Origin of Idea 

Fred V. Bruns, of Syracuse, former 
president of the association, is origi- 
nator of this project. 

“Let’s have a ‘Read Your Policy 
Week,’” he said at the Syracuse con 
vention of insurance agents last week. 
“We have had Old Home Week, Fire 
Prevention Week, Cleanup Week, 
Thrift Week, Prayer Week; in fact, 
dozens of other kinds of weeks, some of 
which have been important and others 
of a trivial nature. Where the idea hits 
the bull’s-eye of public sentiment and 
lots of people are interested, these 
weeks can go over big. Now, there's 
lots about ‘Read Your Policy Week’ 
which will strike a popular chord. The 
assured as a general principle doesn’t 
know what’s in the policy and it will 
do him good to concentrate on it for a 
while, even if it only posted him about 
his insurance, The idea that the insur- 
ance people think it important to have 
everybody read the policies is striking. 
It means hundreds of columns of the 
best publicity in newspapers throughout 
the state, but if we launch this move- 
ment it will not be copyrighted; other 

(Continued on page 14) 





























The principles of a well established in- 
stitution are founded on consistent 
stable growth, ample resources, and the 
merit of dependable service. 
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“The Goodwill of our Agency Force— 
Our Greatest Asset” 





COMMERCIAL UNION FIRE INSURANCE CO. 
114 Fifth Avenue, New York 


New York, Chicago, Denver, Dallas, Atlanta 

















1867 1922 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 


Results of 1921 


Insurance in Force............-«- $286,934,616.49 
Meiitted@ ASRS ..<.k ccccc csi cvesas $ 39,234,839.04 
Ratio of Actual to Expected Mor- 

34.7% 


i évde eens 
68% of all business written since organization 
still in force. 
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For information regarding Agencies 


Address: Home Office, Des Moines 





SEE DOUBLE TAX IN 
TREASURY DISABILITY 
CONTRACT RULING 


Well as Back Taxes Claimed 
Under Decision 





REVENUE ACT OF YEAR 1918 
Called Illegal and Against Precedent 
to Tax Both Life and Casualty 
Ends of Life Contract 


When an official in the internal 
revenue bureau recently decided that 
part of the premium on a life policy 


with disability and double indemnity 


provisions should be taxed as casualty 
insurance he “started something.” In 
brief, he started a crowd of accountants 
in life offices going to work on night 
duty as they were obliged to dig into 
the records for several years back in 
order to find out the amount of tax 
to pay on each of these policies; he 
started insurance executives worrying 
about paying another big tax bill that 
they did not know existed, as we'l as 
facing penalties for every month in 
Which the additional tax had not been 
paid; and he started insurance lawyers 
trying to square the ruling with their 
own interpretation of the statute and 
with Treasury Department decisions to 
the contrary in customs house merchan 


dise commodity cases Here is the 
situation in a nutshell: 
Act of 1918 


In the Revenue Act of 1918 a Federal 
tax is imposed on insurance by Title 5 
in three classifications: (a) life insur- 
ance; (b) marine insurance; (c) cas 
ualty insurance 

The life insurance tax is fixed at 8 
cents on each $100, or fraction thereof, 
of the amount insured. The other taxes 
ure fixed at 1 cent on each, $1, or frac- 
tional part thereof, of the premium 
charged. 

A'l life insurance companies have 
paid the & cents per $100 tax under 
Paragraph A without regard to the fact 
that in many of their policies there 
ure contained provisions for incidental 
disability benefits and double indemnity 
in the event of accidental death Both 
of these features have been regarded 
as mere incidents to policies of life 
insurance and the amount of the tax 
has been deemed to be governed by 


the amount of insurance only, under 
a ruling contained in Article 9, of the 
regulations, No. 58, which reads: “The 


amount for which any life insured, ex- 
cept in the case of group insurance, 
is the amount to be paid in case of 
death at any time for any ordinary 
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cause regardless of special contingen- 


cle 


Then came the recent ruling of the 
Treasury Department in which the con 
clusion W reached that the portion 
of the ! i1ium allocated to disability 
and double disability benefits afforded 
under policies of life insurance was 
ubject to the tax on casualty insur 
ance. Thereupon the government levied 

¢ ment rainst certain of the com 
panic in accordance with this ruling 
it the casualty rate with a penalty of 
1% additional: and 1% per month for 
‘ h full month since the tax became 
d 


Fractions Figure as Full Dollar 
The statute provides that the tax is 


due on the 15th of the month succeed 
ing the month in which the policy was 

l The form of the statute im 
posing tax on each dollar, or fractional 
part, prevent the application of the 
tax at a rat er cent of the actual 


, but requires that each frac 
tional part of the dollar he carried as 
dollar. That has been so in 


premium 


a whole 


fire and casu y busine right along 
To illustrate Take a rate of 40 cents 
per $100 for fire insurance. On a $1,000 
policy the premium with a tax of 1%, 
would be $4 If the amount of insur 


ance were inother $100 making the 
premium $4.40, the tax (1%) would be 
on a DI m ol ) 

For disahbilit provision the rates 
are a fractional part of the dollar, which 
would make one life company charg'ng 
25 cents per $190 for that feature pay 
the same ta : another company 
which charged 75 cent ner $100 

Extra Work 

The extent of the end'ess accounting 
which has resulted is most distressing. 
The companie« have had to #0 over 
the bool) from December, 1917, until 
December 31. 1921. and not only foot 
un the premiums but also carry every 


fractional part of the dollar at the 


round figure dollar next higher 
Ruling Questioned 


Naturall some under 


writers, lawvers 


ants who do not believe that the inter 


there are 


and insurance account 


pretation of the law given by the 
Treasury Department is correct The 
thought prevails that the general or 
prevailing character of the insurance 
determines the classification of the in 


surance for nurn of taxation: and 
that a policy of life insurance h ine 
liable under Paragraph A of Section 503 
is not also taxable as casualty insur 
under Paragraph C, hecause it 
has alreadv heen taxed as life insur 
anee and heeanse the casualty inser 
ance sub-section tmposes the tax on “the 
premium charged under each poliev of 
* * ® joaqned or executed or 
on transacting the 
liahilitv, work 


ance 


insurance 
renewed by anv ner 
business of emnplovers’ 


men’s comnensation, accident. health 
tornado. nlate glass, steam boiler, ele 
vator, burelarv automatie iprinkler, 
antomobile or other branch of insur 
ance fexcent life insurance and insur 


ance descrihed and taxed in the pre 
ceding sub-division).” 

there is a doubt tax 
who have studied evustoms house 
decisions issued hy the Revenue De 
partment sav there are many artic’es 
of commerce coming through the Cus 
toms House which could he classified 
in two or three wavs hv descrintion 
emnloved, but the chief characteristic 
of the commodity prevails and deter 
mines the classification for tax nur- 
and onlv one tax is naid there 
it has heen ruled 
tax the tax-payer 


Annarenth 
Thoae 


noses? 
on Since earlv times 
that having paid one 
j throueh 
The double indemnitv and disahilitv 
{ ar ognized by the suner 
insurance denartmental officials 
idents of life insurance. and not 
casualty o1 health insur 


GOLDMAN’S CHANGE 


ldman for man vear 
re ( il manager of the 
Nationa ynt, ha ne with 
General nt Albee, of the North 
western Mut I Portland, Ore. 


American Institute 
Welcomes Reporters 


LIGHT ON McKIAN INCIDENT 
George Graham Says Association Of- 
fers Every Facility for Legitimate 
Publicity 

The exit from the recent convention 
of the American Institute of Actuaries 
of P. J. McKian, a Chicago insurance 
daily newspaper man who also repre- 
sents trade pupers, after making a 
speech in which he offered to retire and 
did retire from the meeting, has brought 
up the old question as to relations be- 
tween insurance newspapers and the 
actuaries. It will be recalled that the 
newspaper men are not supposed to sit 
in at the convention of the Actuarial 
Society of America. 

George Graham, of the Central States 
Life, who was president, was asked by 
The Eastern Underwriter to describe 
the incident and also the attitude of the 
American Institute of Actuaries towards 
its newspapers. He wires The Eastern 
Underwriter the following statement: 

“The American Institute of Actuaries 
does not bar reporters from its meet- 
ings. The discussion at Chicago, re- 
garding the press, was started by a 
member who complained that he had 
been seriously misquoted, Mr. McKian, 
in excusing himself from the meeting 
after the discussion was started, briefly 
addressed members regarding his prob- 
lem and the requests he had from trade 
newspapers for reports of proceedings. 
| recall his remarks were quite general 
ly applauded and the whole discussion 
was carried on with entire good humor 
on the part of everyone. The final ac- 
tion was the appointment of a commit- 
tee to co-operate with the press in get- 
ting accurate report of proceedings. 
Kivery facility was afforded McKian and 
other press representatives to prepare 
their reports. The American Institute 
welcomes reporters, appreciates the 
value of press notices and has nothing 
secret to talk about. Some few mem- 
hers seem to fear inaccuracies in report- 
ing informal remarks, but my opinion, 
based on discussion at the meeting, is 
that most members favor all publicity 
possible in both daily and trade papers 
and are willing to take a chance of be- 
ing occasionally reported inaccurately.” 





MOIR TO MAKE TALK 
Henry Moir, of the Home Life, will 
be one of the speakers at the Northwest 
Congress of Life Underwriters at 
Christmas Lake, Minn., to be held on 
June 29-30. 








New England Mutual Life 
Insurance Company 


Boston, Massachusetts 





New Insurance Paid-for, 1921 
Gain in Insurance-in-Force~ - 
Total Insurance-in-Force’- - 





New England Agents Write Persistent Business 


$82,072,020 
48,641,846 
- 609,415,082 














GAIN 


Des Moines, Iowa 








BANKERS LIFE COMPANY LEADS 
ENTIRE UNITED STATES 


The Only Life Insurance Company in America, writing 
$100,000,000 a year or more, to show a gain over 1920. 
(Excluding companies writing industrial insurance) 


Paid-for business for 1921 (Issued, increased 
gmd rostered) ....cccccsccccccccesicscescPanapeweeee 
Paid-for business for 1920 (Issued, increased 


| era ear are 
bbs hatbndeetemitadr eisai 


Bankers Life Company 





95,000,000 








Geo. Kuhns, Pres. 








CERF AGENCY OUTING 


Downtown Office Beaten in Ball Game; 
Manager Leaves Tomorrow for 
European Visit 





Beautiful weather greeted the mem 
bers of the L. A. Cerf agency of the 
Mutual Benefit at the agency’s annual 
outing at Bear Mountain, N. Y., on 
Monday. After a chicken 'unch at the 
jear Mountain Inn the ball game was 
put on, the main office in Broadway 
being defeated by the uptown office; 
score 23 to 5. Frank W. Pennell, one 
of the leading agents, started to pitch 
for the downtown office, but was 
knocked out of the box, only to return 
for the last innings. 

Mr. Cerf, who is to leave tomorrow 
for Europe, where he will visit Italy and 
Switzerland, bade good-bye to members 
of his agency on Wednesday morning. 
He also presented the cup to the up- 
town office. 











Are You of General Agency Calibre? 


The Franklin Life Insurance Company offers you every- 
thing desirable for building up a profitable General Agency. | 


Plenty of unoccupied territory. 


Plain, understandable policy contracts on the Guaranteed 
Low Cost plan, free from trouble-making frills. 


Liberal commissions, both first year and renewal. 


A Company with an enviable reputation for square deal- 
ing with policyholders and agents. 


For particulars write to 


The Franklin Life Insurance Company 


Springfield, Illinois 

















SUCCESS OF CLARK AGENCY 

The Paul F. Clark and Associates, 
Home Office Agency of the John Han- 
cock of Boston, did over three-quarters 
of a million business in May. The 
actual amount issued was $779,000. It 
was just a vear ago, May 1, that Mr. 
Clark opened up the new home office 
agency in Boston. During the year 
the total amount issued was $5,217,000. 
The agency is now growing rapidly un- 
der the leadership of Paul Clark, as- 
sisted by his associate general agents, 
William B. O’Connor and Earl G. Man- 
ning. 

The agency is now located in hand- 
some new quarters in the building in 
which the John Hancock formerly had 
its home office. The Boston agencies 
Ordinary Dept. of the John Hancock 
remain in the old down town building, 
which is now owned by the Massachu- 
setts Trust Company. 

The weekly Premium Department, 
under the management of Robert H. 
Clark, is located at 150 Congress street. 





ST. CLAIR MONTH 

The month of May was designated 
as “St. Clair’ month in Pennsylvania 
in honor of General Agent L. K. St. 
Clair’s twentieth year of .continuous 
service with the Equitable of Iowa. The 
combined efforts of the Pennsylvania 
field force was responsible for a total 
of $910,374 of net business during the 
month. 





HAS FIFTIETH BIRTHDAY 

President Clifton Maloney of the 
Philadelphia Life observed his fiftieth 
birthday on June 7. Among the many 
congratu'ations received by mail was 
a letter from the company’s manager 
at Detroit, enclosing seven applications 
for insurance amounting to $100,000. 





MORE THAN $1,000,000 AHEAD 

Figures of the Connecticut Mutual 
show an increase for the current year 
of new business issued of about $1, 
000,000 in excess of 1921 for the same 
period. The total up to:June 9, 1921, 
was $32,339,500; up to June 9, 1922, 
$33,388,451. 





“Say it with insurance,” says John T. 
Baxter, president of the Northwestern 
National. 





Ray Tierney has been appointed gen- 
eral agent in Kansas of the Northwest- 
ern National. F 
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Vote No Restriction 
Of Life Underwriters 


FELL AMENDMENT DEFEATED 





Exciting Annual Meeting of Local 
Body; George E. Smith, An Agent, 
Elected President 





George E. Smith, a rate book carrier, 
is the new president of the Life Under- 
writers’ Association of New York, and 
that organization has decided not to 
take on any of the frills or exclusive- 
ness of a club, a labor union or a set of 
admittance restrictions any more rigor- 
ous than it has had in some years. 





GEORGE A. SMITH 
Copyright Underwood & Underwood 


That in brief is the news of the an- 
nual meeting of the association held in 
the Merchants’ Association rooms on 
Tuesday noon of this week. 


The New President 

Mr. Smith’s nomination was some- 
thing of a surprise, as he is unknown 
to many of the members, which was one 
of the reasons he was picked out. It 
was a move to show that the associa- 
tion is not being run by a limited 
coterie, but when a good man comes 
along he is pressed into service. Mr. 
Smith stands well socially, as he is head 
of one of the big Greek letter fraterni- 
ties; he is an educated man, a graduate 
of Perdue; he is a practical man, having 
once been a successful bridge builder; 
and he is a real life insurance agent, 
writing a million or so a year. Also, and 
important, he represents a fine com- 
pany—the New England Mutual. A good 
choice for president. 

The election over, the meeting got 
down to the brass tacks of deciding— 
for some time many hope—the question 
of eligibility to membership, and for an 
hour the orators had a field day, T. R. 
Fell, manager of the Massachusetts Mu- 
tual, had proposed an amendment to the 
constitution, the active membership 
paragraph being changed to read as fol- 
lows: 

“Accredited agents of life insurance 
companies doing business in the state 
of New York, whose principal business 
is that of life insurance and who comply 
with the insurance laws of this state, 
and who, in every case,’shall hold a 
license to act as such agent, shall be 
eligible to active membership, and no 
other person shall be enrolled as an 
active member of this association.” 

The change consisted of the line, 
“whose principal business is that of life 
insurance.” 

Mr. Fell arose to defend the amend- 
ment and related the history of it, going 
back to the day when the much- 
discussed “principal business” line was 











Titus Latinus was apparently very much of a 
Roman scholar. Plutarch only makes occasional refer- 
ence to him, but sufficiently so to determine that Philo- 
sophy and Latinus lived in the same house. “Hoc age” 
was one of the concise Roman headlines Latinus used 
when he wanted to crowd a number of words into two. 
Just what it actually means a real student of ancient 
Romanese must tell. As it is interpreted in one of The 
Lives, however, it reads “Do what you are about,” or 
“do it now.” It seems that according to Latinus when 
the magistrates wished to attract the attention of the 
populace a herald would go forth and proclaim with a 
loud voice “hoc age.” This was a notification to the 
people to not forget what they had decided to do, and 
to do it now. There are some life insurance agents, 
perhaps, who are missing this cue. The time to take 
life insurance is now. “Do it now” ought to make a 


good slogan for every life insurance banner. 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
Forrest F. Dryden, President 


Home Office, Newark, New Jersey 








put into the association’s application 
blanks. He quoted the constitution of 
the association in the paragraph ex- 
plaining that the purpose of the or- 
ganization was to elevate the ethics and 
standards of the business, and one good 
way to do it was to see that the mem- 
bers were real, sure-enough life men. 
Continuing he said: 

“No matter what the result of the 
vote may be, the spotter or the one-case 
agent is doomed. Such a man is an 
economic waste; he is the wire tapper 
in the business world. The manager 
who employs him belongs to another 
age, and unless he can build an agency 
along constructive lines he himself will 
be forced out. There is no use trying 
to take the curse off the business of the 
part-timer or to prolong his existence 
by electing him to membership in our 
association. By electing such members 
you do one of two things: you either 
lower the standard of our association or 
you dignify the business of spotting. 
Any organization that lowers its stand- 
ard loses its desirable members and the 
undesirable discontinue clamoring for 
admission.” 


Life Premiums Not Largest 


Several men, including Aetna Life 
representatives, tried to get the eye of 
Chairman Homans, C. R. Steele suc- 
ceeding. 

“If no one is eligible to this associa- 
tion, whose principal business is not life 
insurance, wny I am not entitled to 
membership, as I do a large business in 
compensation, burglary, accident and 
health and other lines, although I con- 
sider myself a good life insurance man,” 
he said. ‘However, I believe that my 
premiums in some other line may top 
my life premiums. For years I have 
been a worker for this association and 
I want to continue as such.” 

EK. J. Sisley, who a few minutes be- 
fore had been elected first vice-presi- 
dent, and who is the retiring chairman 
of the executive committee, said he 
devoted most of his time to life insur- 
ance, but occasionally he wrote a com- 
pensation line, “and, gentlemen, you 
know those premiums are big. They 
may even over-top my life premiums in 
the aggregate. I shall vote against the 
amendment as I do not favor an ex- 
clusive organization of 900 or 1,000 men 
‘whose principal business is life in- 
surance. We want the others in; and 
it will do them good and elevate them 
to come in. We all benefit by the high- 
er standards.” 


Cerf’s Plea 

L. A. Cerf, Mutual Benefit, put the 
finishing touches on the arguments 
against the amendment in an eloquent 
speech in which he said he was talking 
as an agent, not as a manager. He 
made a plea for breadth of view, and 
declared that membership in the asso- 
ciation lifted a man to a higher plane, 
made him want to emulate the fine ex- 
ample of his fellows, and decried what 
he characterized as a dollars and cents 
selfish standard of admission require- 
ments. He thought it savored too much 
of the labor union idea. For a long 
time he was out of the association, but 
he is glad he came back; sorry he 
was out so long. 

The vote in favor of the Fell amend- 
ment was fourteen. So many voted 
against it the number was not counted. 
Mr. Fell made a graceful speech of a 
few words when he learned of the de- 
feat in which he declared that the con- 
troversy enlivened the meeting and was 
in part responsible for the large at- 
tendance. 

The new officers include L. A. Cerf, 
second vice-president; C. B. Knight, 
third vice-president; and W. R. Collins, 
secretary. 

On the executive committee are Ww. 
F. Watts, A. R. Spier, J. P. W. Harty, 
R. W. Goslin, Leroy Bowers, C. A. Foeh!l, 
H. E. Morrow, W. J. Blackwell, G. A. 
Kederich, F. S. Doremus and L. H. 
Andrews. Mr. Watts, who is with the 
Home Life, succeeds R. L. Dodson of 
the Massachusetts Mutual. 

The meeting adjourned with three 
cheers for Sheppard Homans, the Te- 
tiring president, whose administration 
gave genuine satisfaction. 
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Life Insurance Selection 


By HARRISON S. GILL, Supervisor of Applications and 
Death Claims, Penn Mutual Life 


No. 2 











The chief benefit of selection is evi- 
denced during the first five years, but 
there is no doubt but that it is operating 
throughout the whole term of the con- 
tract. Insurance companies consider 
primarily longevity and realize that if 
a group of lives is to reach the average 
of expectancy it must depend upon a 
careful selection of the individuals who 
compose it and that the continuation of 
any one life depends upon occupation, 
family history, habits of life, environ- 
ment, race, medical and personal his 
tory. Life insurance companies do not 
expect physical perfection, but they do 
require average good health. 

Aside from the physical aspect of the 
risk, there are perhaps no two things 
which have more influence on a man’s 
desirability than his occupation and 
habits. While some occupations have a 
tendency to cause sudden death, there 
are others which simply affect the sys- 
tem at large or injure certain parts of 
the body or vital organs. The question 
of occupation and its effect upon mor- 
tality comes more strongly before life 
insurance companies today than in past 
years. It is due to the greater increase 
in wages of those engaged in industrial 
pursuits that enables them to consider 
policies on regular forms, where they 
were accustomed to rely upon indus- 
trial insurance and that which came to 
them through their unions and lodges, 

Difference of Mortality 

The difference of mortality in various 
occupations is due to three principal 
causes: 

1) Accident 


2) Exposing applicant to danger of disease and 
death from the occupation itself 

(3) t'nhealthful surroundings—or the actual con 

dition under which he is compelled to work. 

(a) In most of the railway occupations we 
find the applicant subject to accidents 

(b) Dusty occupations, also those where the 
handling of chemicals is necessary, in 
duce irritation ot the tissue and = thus 
shorten life 

(c) Persons who work where the change of 
temperature is part of the occupation—or 
in poorly ventilated factories and in 
sweat shops, or those exposed to heat and 
to hard wotk and long hours, are un 
desirable. 


( 
( 


The company has recently prepared Oc- 

cupational Blank No. 1925, which is to 

be completed by the applicant in all 
cases when engaged in any of the’ occu- 
pations named thereon: 

Group 1, Metal Working, Glass, Iron, Steel, 
Electricity (Light, Power, Telephone, 
Telegraph). 

Group 2. Mining. 

Group 3. Railroads 

Group 4. Acids, Chemicals, Dyes, Explosives, 
Lead, Paint, Potteries, Sanitary Iron 
Ware, Storage Batteries 

Group 5. Marine. 

When these questions are fully answer- 

ed we are able to arrive at a proper 

estimate of the risk we are asked to 
assume, 
The Volstead Act 
Since the adoption of the Kighteenth 
Amendment and the passing of the Vol- 
stead enforcement act some people are 
of the opinion that there is little exces- 
sive use of intoxicants. This may be 
true among a certain class, but, like all 
reforms, it only partly cures one evil to 
establish another. We very often find 
that men who never drank to excess 
formerly, and who have at this time 
means of securing probably inferior 

liquor, at times drink to excess of a 

brand which is generally injurious and 

frequently fatal. In one prominent New 

York company the death of insured 

members from alcoholism in 1921 was 

00% greater than in 1920. The lack of 

accustomed stimulant has also in known 

cases caused some to become addicted 
to the use of drugs. This question must 
be very carefully weighed and consid- 
ered in the acceptance or rejection of 
an applicant. So far as the question of 
drugs is concerned, the terrible effect 


on a person using them is too well 
known to require further comment. In 


addition to the question of habits as° 


regards the use of liquor, there is also 
to be considered the question of moral 
responsibility. Moral hazard has been 
mentioned as being associated with 
occupation, but it must also be taken 
into account in various other ways. 
Immorality, whether due to habitual in- 
temperance, dissipation, financial dis- 
tress or any other cause, must neces- 
sarily be sufficient reason for declining 
a risk. 
Fraud 

The public has comparatively little in- 
terest in the technicai side of life insur- 
ance, but they are very much interested 
in the prompt setthement of death and 
disability claims. Every company can 
cite many instances wherein its policy- 
holders have deliberately, carefully and 
often cunningly sought to rob it, some- 
times unfortunately with success. Men 
have actually been known to shoot off 
a hand and foot in order that they may 
claim total and permanent disability 
benefits. It is sometimes impossible to 
establish the fraud or get evidence to 
present to a jury that would be con- 
vincing, but there are occasions where 
this condition exists nevertheless. It 
must not be thought from these state- 
ments that there is a large percentage 
of fraud, Most men are honest and in 
comparison to the amount of business 
written, fraud is comparatively small, 
but we must recognize that a certain 
percentage of cases bear the earmarks 
of fraud, and we must deal with them 
accordingly. 

The question of age is of vital impor- 
tance, for it determines the rate of pre- 
mium, amount of insurance, and even 
the question of acceptance or rejection. 
lt is a matter of common knowledge 
that some men are older at forty than 
are others at fifty. These men, who 
look older than they really are, cannot 
be considered first-class risks. Again 
we find men of middle age who have 
lived too fast; it may have been dissipa- 
tion, it may have been hard work at 
high pressure; it may have been the 
worries and care of business. They 
may at all events have added ten years 
to their age in living five. Any rapid 
aging of an individual is to be consid- 
ered of a serious consequence, and no 
one should be accepted who has the ap- 
pearance of being very much older than 
his actual age. 

An important question in the applica- 
tion is that having reference to whether 
any negotiations for insurance in other 
companies are now pending or contem- 
plated. This is more important than 
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LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
In Business Since 1862 


Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent 
reserves providing protection against all emergencies. 


Information and Advice on any matter relating to Life Insurance is Avail- 
able at any time through the Agencies or Home Office of this Company. 
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PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 














first might be supposed, for not infre- 
quently a person has made application 
for insurance that has not been granted, 
yet he reports it as pending. He may 
have, in fact, done so innocently, be- 
cause no notice of the rejection ever 
reached him. This question should al- 
ways be carefully asked and answered. 
The company is then in position to 
judge whether or not, with such insur- 
ance as the applicant carries, or for 
which he has applied, he is able to carry 
the additional insurance we are asked 
to grant. If the amount applied for is 
excessive and not in keeping with his 
finances, a moral hazard is introduced, 
as he may have some impairment which 
is not easily discerned or he may have 
contemplated suicide in a manner which 
might make it hard for the company to 
determine and prove. Applications for 
large amounts on the cheapest forms of 
policies with premiums paid for by note 
suggest a need for careful inquiry on 
the part of the company, especially if 
the applicant has not previously been a 
large insurer. 
Getting Policies Out Promptly 

While we are busy with the selection 
and acceptance of Gur risks, we have 
not failed to recognize that next to 
obtaining the application, the matter of 
ereatest importance to the agent is that 
he shall promptly be placed in posses- 
sion of the policy. We have, therefore, 
established a system of conditional ap- 
proval. By this we mean that if a case 
is prima facie acceptable, but certain 
medical information is lacking, or the 
inspection report has not been received, 
we issue the policy, with the under- 
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MASSACHUSETTS 
| LIFE INSURANCE COMPANY 


A company which throughout the seventy years of its history 
because of its square dealing toward all | 
and its long record of low net cost 
policyholders, the confidence and esteem of the insuring 
public, and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MUTUAL 


Springfield, Massachusetts 


the good will of its 











standing that the risk is not finally ap- 
proved and wire its release when all the 
information is received, and the case 
accepted by the company, I feel sure 
that our agents have benefited by the 
adoption of this system, as much time 
is saved in placing the policy in their 
hands, 

No company knowingly insures men 
or women who are not engaged in hon- 
est callings. The man or woman under 
indictment or under a cloud of any kind 
is best avoided for reasons too apparent 
to need an extended explanation. Per- 
manency of employment is important as 
affecting the moral hazard of the risk. 
Married men are, generally speaking, 
better risks than those living a single 
life, and the householder is a better risk 
than the shifting tenant. The object of 
life insurance is the protection of fam- 
ilies and dependents, and the protection 
of business interests from pecuniary 
loss which is liable to result from death 
or the total and permanent disability of 
the insured. Life insurance protects the 
home. That is the unit from which all 
community life radiates and from which 
is obtained the very best class of per- 
sistent life insurance risks, 

Recently a prominent life insurance 
company inaugurated a system of mak- 
ing mortgage loans to home builders. 
During the past eighteen months that 
company has made $69,080,107 of these 
loans to 17,774 families, approximately 
sheltering 89,000 individuals in the 
building covered by the loans. Another 
prominent company reports that since 
the adoption of their Home Purchase 
Plan they have made over 16,000 loans 
in 200 cities for over $46,500,000. Some- 
one in each of these families must carry 
life insurance. Is it not a self-evident 
fact that the company which is follow- 
ing such a plan will always have boost- 
ers for itself and for its agents? That 
is what should be termed extending the 
service of the company to its policy- 
holders. 

The ideal first-class insurance risk is 
a person in a perfectly healthy condi- 
tion, one with a sate, steady employ- 
ment, so that he may carry his policy; 
one with good associates, so that there 
wilt be from that source at least no 
tendency to the formation of bad habits; 
one that is truthful, so that the proper 
information may be obtained on which 
to base the risk. In a word, this risk 
must be physically sound, morally 
wholesome, and mentally active to at 
least a reasonable degree. The large 
majority of applicants will not have all 
these qualifications. The man with 4 
fine physique and good family history 
may have an occupation which is some- 
what doubtful as to safety, or where the 


(Continued on page 9) 
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Invitations Pour In 
Upon F. W. Heron, 
“New Income Star 


FIDELITY MUTUAL MANAGER 


Coast Man Heard in New York and 
Philadelphia on Current 
Trip 





A new star on income insurance has 
appeared on the horizon in the person 
of F. W. Heron, supervisor of the Fidel- 





SOME HERONISMS 
Put one month’s salary into 
life insurance; it will put a life- 
time’s confidence into yourself. 
It is but a step from poverty 
to prosperity and from prosper- 
ity to poverty, viz.: rags make 


paper; pacer makes money; 
money makes banks; banks 
make loans; loans make pov- 


erty; poverty makes rags. 

Insurance blocks the way to 
poverty and dependence. 

If a man lives he will have 
a poor man to take care of be- 
cause when a man becomes old 
he becomes pocr. 











ity Mutual Life on the Pacific Coast. 
Mr. Heron is delivering a talk on in- 
come that at its conclusion compels his 
audience to arise and cheer for a minute 
or two. He made the first hit on the 
subject only a short time ago in San 
Francisco, his habitat, and it went so 
well that he has been in demand ever 
since. A number of invitations from 
Pacific Coast cities were accepted, and 
in these towns he repeated his success. 
Coming East he stopped off in Chicago, 
where “he cleaned up;” visited New 
York, where he likewise “went big;” 
and his last appearance was before the 
Fidelity Mutual Leaders’ Club at At- 
lantic City last week, where he scored 
a triumph. 


Talk Runs Hour and a Half 


A representative of The Eastern 
Underwriter, in attendance at the At- 
lantic City convention, was keyed up 
to hear Heron by advance reports; and 
was not disappointed. It looks as if the 
San Francisco man is assigned to spend 
considerable time during the next few 
years delivering before underwriters’ 
associations his income’ message. The 
only thing which will prevent a more 
general acceptance of speaking invita- 
tions is his health, which has not been 
good. 

The Heron talk is a lengthy one, run- 
ning sometimes an hour and a half, con- 
taining plenty of humor and apt phil- 
osophy and epigrams. It could be cut 
somewhat to advantage if Mr. Heron 
would take time to do so, but he is so 
full of the subject and has the dramatic 
instinct so completely developed that 
he is constantly wandering into byways 
of interpolated stories which enable him 
to forcibly illustrate points. 

Mr. Heron divides his talk into sev- 
eral classifications, the most interesting 
of which follow: 

Those who made 
lost it. 

Those who were brought up to know 

luxury, or who married luxury, and are 
how self-supporting, or completely de- 
pendent, 
_ The sink-holes- for investors, illustrat- 
Ing that no matter how skilled you are, 
‘there is little chance of increasing your 
Income by the investment route. 

The value of a fixed income, even 
though it be $12 a month, with illustra- 
tions to prove this. 

The feeling of safety and security 
while dealing with a life insurance com- 
pany. 


money and have 


Large Repertoire 
In his repertoire are a large number 
of tremendously effective stories of 
money spenders of the prodigal type 
who left heart-broken and hard-working 


widows. These include the widow of 
Jim Fisk, Jay Gould’s compatriot, a 
great speculator and rounder. Mr. 
Heron also makes a lot of the Eben L. 
Smith case, Denver. This is a specula- 
tor who lost and made a number of for- 
tunes in the days when Cripple Creek 
was the last word in adventure, but 
Smith had the foresight while in pros- 
perity to pay a premium of $662,028 for 
one policy which is still sending $100 a 
month and similar sums to beneficiaries. 
Mr. Heron has a bulky book of clippings 
which have furnished many of his illus- 
trations. When he reads a good one he 
pastes it up. 

A fixed income, even if only for $10 
a month, will ward off poverty and 
wretchedness and bring much happiness 
and comfort. 

He told one story of a woman in a 
poorhouse getting a small fixed amount 
every month. To most people it would 
not appear much, but this woman was 
made to stand out and above the others 

-the envied of all. He cited many 
cases where estates have been left in 
trust and payments have been by the 
annuity method, including Carnegie’s 
benefactions to Lloyd George, Mrs. 
Theodore Roosevelt, Mrs. Grover Cleve- 
land, Justice Taft and others. 

The income policy is easy to sell, he 
concludes, Instalments satisfy and they 
make friends. They bring about pub- 
licity, good for the agent and the com- 
pany. They advertise themselves. Wills 
can easily be broken; a life company 
never breaks its word. The income 
policy is foolproof. 


NEW PITTSBURGH MANAGER 

R. Oehmler has been appointed Pitts- 
burgh general agent for the Manhattan 
Life and will be located in the com- 
pany’s enlarged offices in Union Bank 
Building in association with T. Park 
Montague, who for some time has been 
the company’s general agent in the 
Pittsburgh territory, and who continues 
with the company in the same capacity, 
Mr. Oehmler has been in the life insur- 
ance business in Pittsburgh for many 
years, formerly being associated with 
the Guardian as manager and later with 
the Pacific Mutual Life as a member of 
the firm of Oehmler & Klages, from 
which. firm he retired about two years 
ago on account of ill health. 





BUYS BUILDING 

The Equitable Beneficial Association 
of Philadelphia has purchased the three- 
story brick dwelling, 114 North Twen- 
tieth street, and lot, 18 feet front and 
110 feet deep. When the building has 
been modernized throughout and adapt- 
ed for office purposes the home office 
of the association will be moved from 
1013 Arch street, where it has been 
located since 1898. The entire newly 
acquired premises will be needed to 
properly accommodate the large and 
steadily growing health, accident and 
life insurance business being transacted. 
Branch offices are maintained in all 
principal cities in eastern Pennsyl- 
vania and the territory is covered by a 
carefully selected staff of field men. 





M. E. Singleton, 


President 
Accident 


Life 


AN INDUSTRIAL NEED— 
GROUP INSURANCE 


Many opportunities exist today for the Agent who includes in 
his equipment attractive Group contracts. 


Industry has recognized its need of this protection. A 
Missouri State Life Contract enables the Agent to offer Group 
Contracts both liberal and elastic, covering large or small 


groups with equal facility and same protection. 
A well organized Group Department with a staff of trained 


representatives are prepared to assist the Agent in presenting 


Group Insurance to his prospects. 


MISSOURI STATE LIFE 


Insurance Company 


Home Office 
St. Louis 


Health Group 








to develop and hold theif business. 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
W. D. WYMAN, President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 
Has always extended reasonable assistance and encouragement to its representatives 


Has always rendered the highest grade of service’ to its policyholders. 


WINFIELD S. WELD, Supt. of Agencies 








BERLET GUARDIAN LIFE MANAGER 


Prominent Underwriter Given Charge 
of Southern Jersey and South- 
eastern Pennsylvania 


The appointment of E. J. Berlet as 
manager for Southeastern Pennsylvania 
and Southern New Jersey, with head- 
quarters at 901-2 Pennsylvania Build- 
ing, Philadelphia, is announced’ by 
George L. Hunt, superintendent of 
agencies of the Guardian Life of 
America, 














All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 








| American Central Life 


Insurance Company 


INDIANAPOLIS, INDIANA 


Established 1899 

















Since entering the life insurance 
business in 1920 Mr. Berlet has had 
an unusually thorough experience and 
training. As a personal producer he 
has made an enviable record, and he 
has a’so devoted much of his time to 
supervisory and _ sales-service work. 
Previous to taking up life insurance 
work, he was engaged for a number of 
years in wholesale and retail selling 
lines. 

Mr. Berlet enjoys a wide acquaintance 
in Philadelphia, where he has always 
been active in club and organization 
affairs. He is a past vice-president of 
the International Association of Rotary 
Clubs, and has been a director of the 
Philadelphia Chamber of Commerce. 
He is prominently identified with the 
activities of the Philadelphia Life Un- 
derwriters as a member of the Publica- 
tion Committee, and he is a member 
of the Poor Richard Club, the well 
known organization of Philadelphia ad- 
vertising men. During the war Mr. 
Berlet was an energetic worker during 
the various Liberty Loan, campaigns, 
having directed the pageants, com- 
munity “sings” and Philadelphia Navy 
Yard activities during the Third Loan 
drive. 





WIN TAX REDUCTION 

The value of the home office building 
of the Northwestern Mutual Life, of 
Milwaukee, has been reduced from 
$2,750,000 to $1,700,000 for taxation pur- 
poses, by decision of the Wisconsin 
supreme court in sustaining the lower 
court decision last Tuesday. 
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SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-two years. 
It is one of the largest and strongest financial organizations in the world. 


It is a great human welfare institution with a membership of nearly a 
million thrifty, far-sighted persons banded together for mutual protec- 
tion, whose combined insurance aggregates $2,817,970,732. 


Its assets are safely and profitably invested, and its large Surplus Re- 
serves guarantee its stability regardless of financial conditions. 


It paid to Policyholders and Beneficiaries $83,678,764 in 1921. Its Total 
Payments to Policyholders and Beneficiaries since organization total 
$1,458,653,991. 


In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7% ) 
were paid within one day after receipt of due proof of death. 


Its Mortality Rate for the year 1921 was the lowest in the history of the 
Society. 

Its Refunds (Dividends) to Policyholders in 1921 were $18,745,639, and 
it has set aside $26,148,772 to pay the Refunds due in 1922. 


It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as 
promptly as a bank draft. 


It was the first company to insure large numbers of employes in a body 
on the Group Insurance plan, with scientific medical inspection substi- 
tuted for personal medical examination. 


It has devised the Home Purchase Plan of insurance whereby a man of 
moderate means can own his own home and pay for it conveniently 
whether he lives or dies. 


It has developed a programme for the education and training of its 
agents in the principles of life insurance and in modern salesmanship. 


It maintains at its Home Office an Inheritance Tax and Business Insur- 
ance Bureau for the benefit of the insuring public. 


Its policies are liberal, clear and comprehensive, readily adaptable to 
the diversified needs of the insuring public. 


THE EQUITABLE 
LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
120 Broadway, New York 
W. A. DAY, President 
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Criticizes Niagara 
Life’s Cash Contests 


CALLED VIOLATION OF 





LAW 


New York Insurance Department’s 
Report on Buffalo Company; 
History of Company 


The New York Insurance Department 
has filed the report of its examiners of 
the Niagara Life of Buffalo, which in 
1921 had an income of $314,198; total 
assets of $2,463,504, and surplus of 
$10,767. 

The company was organized in 1869 
as the Bank Clerks’ Mutual Benefit As- 
sociation, and in 1893 was incorporated 
as an assessment association under the 
name of Bankers Life Insurance Com- 
pany, and reincorporated as a level pre- 
mium company in 1899, its name being 
changed to the Niagara Life when the 
Home Office was moved to Buffalo. In 
1914 the capital stock was increased to 
$150,000, with permission to transact 
health and accident. The capital stock, 
divided into 1,500 shares, is held by 
forty-four shareholders. 

In March, 1921, new interests assumed 
control. From March 23 to May 20, 
1921, E. Tanks served as president and 
W. GC. Dixon as secretary without com- 
pensation. In May, 1921, Mr. Dixon was 
elected president at a salary of $7,500. 
Office space was rearranged and part 
sublet to outsiders, a move made neces- 
sary owing to rental increase. From 
the sub-lease the company will realize 
$4,000 a year, In July, 1921, health and 
accident rates were increased 25%. 

The department’s report says that 
claims are promptly paid. In a mor- 
tality experience table it is shown that 
ratio of expected to actual was from 
1916 on: 1916, 91%; 1917, 89%; 1918, 
93.4%; 1919, 115.5%; 1920, 90.3%; 1921, 
80.9%. 

_ The agency force consists of thirteen 
general agents, two special agents, 
fourteen direct agents, and 110 sub- 
agents. The agency force has under- 
gone considerable change since March, 
1921. Continuing, the report says: 

“The present management has fol- 
lowed the practice of the former man- 
agement and holds monthly or quarterly 
contests, offering cash prizes of $25 to 
$100 in addition to regular commissions 
based upon the amount written. The 
contests are termed health and accident. 
The unit basis of such contests is that 
of $1,000 of life insurance counts as 
three units of bealth and accident busi- 
ness, and $7 health and accident weekly 
benefit counts as one unit. This method 
of extra compensation is clearly in vio- 
lation of Section 97 of the Insurance 
Law and should be discontinued.” 

The company had nearly $10,000,000 
in force at the end of last year. 





MENTIONED FOR PRESIDENT 

Manager Eliason, of the Minnesota 
Mutual, St. Paul, and Manager Day, of 
the Mutual Life, Chicago, are among 
those mentioned for the presidency of 
the National Association of Life Under- 
writers, which is to hold its annual con- 
vention in Chicago. 





While the Fidelity Mutual Leaders 
Club was in session last week in At- 
lantic City a radio, sending good luck 
greetings, was received from represen- 
tatives of the company in Philadelphia. 


Union Central Advice 
About Settlements 


ASKS CAREFUL USE OF OPTIONS 


Five Suggestions Offered to Field 


Force By Vice-President Williams 
of Company 


The Union Central Life cautions 
agents relative to recommending settle- 
ment provisions. The settlement op- 
tions permit such flexible beneficiary 
arrangements that policyholders are 
sometimes tempted to specify very com- 
plicated provisions involving more than 
one option, or two or more successive 
life interests, or payments to unborn 
persons, or payments depending on con- 
tingencies such as marriage. These-op- 
tions are in the policies to be used; ant! 
their use should be encouraged for tlfe 
benefit and protection of beneficiaries; 
but policyholders should clearly unfer- 
stand that each added complication in 
the certificate of settlement options 
may cause complications when the time 
ior settlement arrives. 

The company says, therefore, that an 
agent’s duty to the insured should 
prompt him to be careful about recom- 
mending settlement provisions which 
might cause trouble in years to come, 
Neither the insured, the beneficiary, the 
agent or the company wishes to be in- 
volved in delays or expenses that may 
unavoidably result from intricate condi- 
tional gifts or attempts to tie up funds 
for two or more generations or for the 
benefit of an undetermined class. 

Vice-President G. L. Williams recom- 
mends the observance of the following 
suggestions: 

1. The final payment of the principal 
sum should not be deferred beyond lives 
in being at the date of the certificate of 
election. For example, the policy pro- 
ceeds might be held by the company at 
interest, payable to the wife for life; 
and after her death, to a daughter—liv- 
ing at the date of the certificate of 
election—for life. At the death of the 
daughter the principal sum should not 
be continued longer at interest, for her 
issue, but should be paid to her during 
her lifetime, or, at her death, to her 
estate. The laws against perpetuity 
would prevent holding the fund for more 
than a limited period for the benefit of 
her issue, unborn at the date of the in- 
strument; and if they are minors, pay- 
ment of interest or principal on their 
account could be made only to their 
legally appointed guardians. If much 
time had elapsed and her issue were 
grown and scattered, and some of them 
perhaps had died, there might be diffi- 
culty, and there certainly would be ex- 
pense and delay in identifying and locat- 
ing the payees. 

2. When interest is to be paid to the 
beneficiary for life, the insured some- 
times wishes the principal sum paid to 
his estate at the death of the bene- 
ficiary, It is natural that he should 
want the fund to go to his own heirs 
rather than the beneficiary’s, and there 
is no objection to such a provision; but 
he should understand that it will re- 
quire the reopening of his estate, possi- 
bly many years after it has been closed, 
and the appointment of an administra- 
tor to receive and distribute the fund. 
In this case, also, if much time has 
elapsed difficulty may arise in finding 
the distributees; and some of them may 








who had requested information. 
new business result of 1920. 


Insurance in force over 


since 1878. 








FIDELITY LEAD SERVICE 


brings the agent into contact with interested buyers of life insurance. 
Last year we distributed 47,604 direct leads—all interested prospects 
In 1921 this service, and Fidelity’s 
original policy contracts, brought us within 742% of the unparalleled 


Fidelity operates in 40 states. Full level net premium reserve basis. 
$223,000,000. 


A few agency openings for the right men, 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


Faithfully serving insurers 











be minors for whom guardians will 
have to be appointed. Unless there are 
sufficient reasons to the contrary, the 
principal sum should be payable to the 
estate of the beneficiary. 

3. If instalments or interest are to be 
paid to a class of beneficiaries, such as 
the children of the insured, it is better 
that the share of a deceased beneficiary 
in the income, or his share in the com- 
muted value of the remaining instal- 
ments, or, in the principal sum, should 
not be continued to his issue, but that 
it should be made payable to his estate 
or to the survivors of the class. This 
is for the reason that eventually the 
fund, or the income therefrom, might 
be divided among a large number of 
persons, and, as in the above cases, if 
much time has elapsed it might be diffi- 
cult to find them all, and many of them 
might be minors for whom guardians 
would be necessary. 

4. Payments should not be made to 
depend on-the happening of contingen- 
cies that may never happen, such as 
marriage. The contingency might hap- 
pen without the company’s knowledge, 
and the intention of the policyholder 
might be defeated or the company might 
be held for double payments. There is 
no objection to making payments con 
tingent on events that are certain to 
occur, such as on the coming of a cer- 
tain date, or on death, or on reaching a 
certain age. 





HUFF’S PERSONAL PAID-FOR 
According to Vice-President John L. 
Way, of the Travelers, the new life in- 
surance business personally paid for by 
Perez F, Huff from June 1, 1915, to Janu- 
ary 1, 1922, was $8,321,775. His personal 
paid business from January 1, 1922, to 
June 1, 1922, was $1,022,500, so that the 
total personal paid life insurance for his 
seven years’ service with the Travelers 
from January 1, 1915, to June 1, 1922, 
was $9,344,255. Mr. Huff paid for a lot 
of business with other companies also. 
He has personally paid for $20,000,000 of 

new life insurance in seven years. 


W. L. SULLIVAN DROWNED 

W. L. Sullivan, a well-known life in 
surance man who has been with the 
Penn Mutual and with the Mutual 
Benefit, was drowned at Phoenicia, N. 
Y., a few days ago while on a fishing 
trip. He was thirty-five years old, and 
was connected with the Dunning agency 
of the Penn. 





BERLET’S APPOINTMENT 
K. J. Berlet, formerly president of 
the Philadelphia Club of the Mutual 
Life of New York, has been appointed 
manager of the Philadelphia, Southeast- 
ern Pennsylvania and Southern New 
Jcrsey branch of the Guardian Life. 





PHILADELPHIA CLUB 

The Philadelphia Club of the Mutual 
Life of New York has elected the fol- 
lowing officers. A. Paul Shalet, presi 
dent; Lester R. Kohler, first vice-presi 
dent; J. Lee Bost, second vice-presi- 
dent; Sidney Krumrine, secretary; Geo. 
W. Rhawn, treasurer; L. J. Santa 
Marie and Seth H. Whitely, directors 


June with the selling forces of the 
New England Mutual Life is Policy- 
ho'ders’ Month. The biggest records 
achieved by this company have been 
made in June and a true New England 
Mutual spirit is manifest in its activi- 
ties looking to setting up a splendid 
total of business this month. 


May Pay Premiums On 
Partial Payment Plan 


DEPOSITS HELD AT INTEREST 
George Washington Life Establishes 
Plan for Accumulating With Com- 
pany Advance Savings 
For the convenience of policyholders 
who may occasionally find the payment 
of annual or semi-annual life insurance 
premiums a strain upon their immediate 
resources and a cause of worry lest 
their insurance be terminated, the 
George Washington Life, Charleston, 
W. Va., has inaugurated a plan whereby 
partial payments may be made in ad- 
vance, These payments, deposited regu- 
larly in small amounts by assureds and 
held with interest, will be used by the 
company to pay premiums due. Follow- 
ing are the details of the system as de- 

vised by the company: 

(1) Payments may be made at any 
time after payment of the first premium 
and in any amount. Such payments 
should be designated “Partial Payment 
Premium Plan.” No policyholder will 
be permitted to deposit more than the 
umount, which, increased by interest in 
accordance with the company’s system 
ot reserves, would pay all future pre- 
miums under his policy. If a policy- 
holder desires to deposit more than such 
an amount he must effect more insur- 
ance. This limitation is made for the 
reason that this department is for the 
purpose of permitting policyholders to 
anticipate future premium payments, 
and thus assist them to keep their in- 
surance in force, 

(2) Such payments will begin to draw 
interest from the end of the current 
month in which any deposit is received 
by the company. The board of directors 
will annuaily apportion such interest as 
it deems proper (after taking into con- 
sideration the expense of+ the depart- 
ment and the interest earned by the 
company on its funds), to all funds de- 
posited in this department. Such rate 
of interest will not be less than 34%% 
compounded annually. Such partial pay- 
ments are for premium purposes, and 
will be used for full or part payment of 
the premium upon a policy, if such pre- 
mium be unpaid, or will be so used upon 
written instructions from the depositor 
that it is to be so applied. 

(3) In the event of a _ depositor’s 
death, any amount to his credit in the 
treasury of the company unused plus 
interest will be paid to the beneficiary 
named in his policy. 

(4) All money to the credit of the 
policyholder will be used to prevent the 
lapse of his policy, in the same manner 
as is provided in the non-forfeiture 
clause of certain George Washington 
Life policies. 

(5) Should a depositor at any time 
desire to withdraw the amount standing 
to his credit unused, he can do so after 
sixty days notice in writing to the com- 
pany. 

(6) In the working out of this plan the 
right is reserved to make such modifica 
tions of methods of operation as may be 
deemed advisable by the company 





TO MEET IN GALVESTON 
The American National, of Galveston, 
Tex., will hold the seventeenth annual 


convention of its field men on August 
11 and 12. 








next birthday. 


and are up-to-date in every respect. 


are guaranteed by State Endorsement. 


BASIL S. WALSH, President 
JOSEPH L. DURKIN, Secretary 


DR. 
INDEPENDENCE SQUARE 





HOME LIFE INSURANCE COMPANY of AMERICA | 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 6 years 


INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 


ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 


A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE } 
MAN WHO LOVES HIS FAMILY 


. E. BRYAN KYLE, Medical 








P. J. CUNNINGHAM, Vice-President 
JOHN ; GALLAGHER, Treasurer | 
irector 

PHILADELPHIA, PA. 
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LIVE HINTS FOR BUSINESS GETTERS | 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





. 





F. W. Heron, the San Fran 
Heron’: cisco insurance man about 
Quick whois appears a ‘story on 
Come-back the fifth page of this 
paper, recently went into a 
man’s office in San Francisco who was 
extremely difficult of approach and had 
a secretary, well on in years, and of the 
“hard-boiled egg” type. 
“I want to see Mr. Blank,” he said. 
“What about?” 
“It's personal.” 
“You'll have to tell me or you can't 
see him.” - 
“But it’s personal.” 
That makes no difference.” 
“O.,1 beg your pardon. I didn’t sus 
pect before that you were his wife.” 
The secretary got very mad; looked 
as if she were going to reach for an ink 
well; and then, changing her mind, 
went inside and a little later the caller 
was admitted 


* * + 
\] the general agents of 

College the Equitable Life Assur 
Education ance Society are pushing 
Insurance college education insurance 

this month. In a letter to 
clients John M. Riehle, of 68 William 
Street, says: 

“To mv friends and other clients: 
What is the most important thing to 
provide for a child between the ages 
of eighteen and twenty-two?) EDUCA- 
TION! 

“Are you interested in the future wel- 
fare of any child —-boy or gir’ —-whose 
education you would like to guarantee, 
LIVE OR DIE? 

“A convenient, economical, practical 
plan has been worked out for you by 
the Equitable Life Assurance Society 
ot the United States in conjunction with 
its Educational Fund Agreement. A 
policy contract on your life can be 
made to mature when the boy -or girl 

reaches college age, say eighteen, 
and the Kducational Fund Agreement 
provides for payment of the proceeds 
in insta’ments over the college course 
period, usually four yeas. 

“But, there is always the possibility 
that you will not live until the child 
reaches college age. In such an event 
the insurance contract immediately ma 
tures and the proceeds are held at 
interest for the benefit of the child until 
it attains college age. Thus, whether 
you live or ha vou can be sure that 
the means for giving the boy or girl 
a complete education will be available.” 

© 

We remember a great musi 
Keep in cian who said, “If I omit 
Practice practice for a day, I notice 

the difference in my playing. 
If | omit ‘practice for two days, my 
friends notice it If I omit practice 
for a week the pub'ia notices it.” 

Think about that for a few minutes 
and apply it to yourself in your daily 
work. Isn't it perfectly true that if you 
take the afternoon off for a ball game, 
it is hard to go to work the next day? 
If you take it easy for a week or two, 
isn't it a great effort to get back in 
_ the run of things? 

We don't mean that a man should 
not take a vacation when it is coming 
to him. We should all get away from 
our work at times. But when we do 
that, let us get away completely and 
come back fresh and ready to go at it 
With renewed vigor. 


You have got to keep constantly see- 
ing peope and canvassing them for 
nsurance to keep in practice. It does 
not matter how well you know your 
business, if you don’t talk to people 
about insurance, try to insure them, you 


oon ( the | 


knack of making a sale. 


Keep in practice. Have a definite time 


for canvassing every day and do noth 


ing but canvass during those days. 


Keep yourself mentally alert and posted 
on the latest selling ideas by reading 
and studying, but don’t use your can- 
vassing time for this purpose. 

As you know, the more business you 
write the easier it is to write it. So 
we say again, keep in practice; keep 
going. You men who have quickened 
your step during May, think for a min 
ute what it has meant to you financial- 
ly Keep up that step. Make it your 
regular step and keep yourselves accus- 
tomed to putting a litthe more punch 
and a little more pep in behind each 
day’s work.—-International Life Man. 

* * & 


An agent of the Kansas 

Dug Up City Life went into new 
His Own territory to make his start, 
Prospects and arrived in a rainstorm 

which continued for a day 
or two. He immediately went to the 
County Court House, and obtained per 
mission from the county recorder to 
search the records, which he did, jotting 
down the name of every man who has 
a mortgage on his farm. This was a 
considerable task, but it turned out to 
be a profitable one. Of the first five 
farmers visited two were written for 
life insurance. 

The next step of this agent he de- 
sceribes as follows: 

“T next went to the county cerk and 
got from him a list of the marriage 
licenses that had recently been issued, 
and as the county clerk proved to be 
rather a likeable fellow, | made an ar- 
rangement with him whereby he is to 
furnish me each week with the names 
of those to whom marriage licenses 
have been issued. I regard this as a 
very valuable list of prospects. You 
ee when | came here, | made up my 
mind that | was going to make it alone, 
and | have had to resort to al! sorts 
of schemes in order to get material 
upon which to work. 





LIFE INSURANCE 
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Sigourney Mellor 
and Company 


NEW YORK 
21 East 40th Street 


PHILADELPHIA 
630 Widener Building 














We Want Real Men 


with ability and resources to 
develop three or four counties, 
getting and handling sub- 
agents, in Ohio, Indiana, 
Illinois, Missouri or Iowa. 
FARMERS NATIONAL LIFE INS. Co. 


F. N. L. Building, 3401 Michigan Ave. 
CHICAGO, ILLINOIS 

















Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST -LARGEST -STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1921: 


SCTE TE LCT ORE Tne Pore eee TET Ee ETT eT Ct UR CE Po Tee $ 28,308,449.13 
DAMMMNEAR cc Sessa caccdssatasaccesnesueassensmatectestessewencsecesaraneacesases 25,109,146.04 
SRONENE, RU IE. os 5sccs ccs awessncnscesepesscinensses ceseacs@otuocencceeesen? 3,199,303.09 
OR I ain cars cinco nena ede no wien Redo vanhed nk pewnlesBeeennces caknior 214,188,461.00 
OS: 566. RNIN) oc cccccsnise sep eensaeises oe 1s eeaedaesceereswsee 1.897,435.45 
Total Payments to Policyholderg since Organization......................4- $27,720,705.42 


JOHN G. WALKER, President 
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OPEN LIFE DEPARTMENT 


Hamilton & Wade, Inc., of 1 Liberty 
Street, Important Brokerage 
Concern 
Hamilton & Wade, Inc., of 1 Liberty 
street, a leading corporation in the 
local insurance brokerage fied, has 
opened a life insurance department spe 
cializing “on business needs, corporate 
or personal, such as_ collateral for 
credit, wholesale or group insurance 
for employes, or to meet the more per 
sonal needs of individuals for their 
families, inheritance taxes or incomes 
for surviving ederly dependents.” 
J. McMillan Hamilton is president; A. 


H. Ford and Francis L. Madden vice-* 


presidents, EK. W. Wade secretary. 
PLACE $1,000,000 LINE 

Policies of $1,000,000 have been writ- 
ten on the life of Howard Coonley, presi- 
dent of the Walworth Manufacturing 
Co., in New England. The insurance 
was hand ed by Paul F. Clark, general 
agent of the John Hancock, Boston; and 
George Woodbridge, special agent. with 
KF. W. Fuller agency of the Equitable. 
The directors of the Walworth company 
unanimously voted to purchase the in- 
surance under the advice of Director 
Edgar C. Rust, secretary of E. H. Rol- 
lins & Sons, who recently floated a 
$2,500,000 Walworth bond issue, and 
Treasurer George A. Ricker, of the 
Walworth company; with C. T. Keller, 
of Lybrand, Ross Bros. & Montgomery, 
public accountants, acting in advisory 
capacity. Mr. Cooney is forty-five, a 
graduate of Harvard, and was largely 
instrumental in building up the Wal- 
worth company. 





IN HONOR OF D. P. KINGSLEY 

President Kingsley. of the New York 
Life, in a letter to the field forces, ex- 
presses his appreciation that there were 
637 agents of the company who were 
able to write two or more applications 
in one day with which to start off 
June, which applications were dedicated 
to him. In the Central Branch of 
Chicago there were 86 men who ob- 
tained two or more applications on 
June 1. Five other branches each had 
from 21 to 26 representatives who per- 
formed a similar achievement. The 
writings of the 637 agents reached 
$3,000,000. 


GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 














Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











HOME LIFE 


INSURANCE CO 


NEW YORK 


WM. A. MARSHALL, 
President 


The 62nd Annual Report shows: 
Premiums received during the 
PERS THe kesiesswncansanivevecses $6,990,547 
Payments to Policyholders and 
their beneficiaries in Death 
Claims, oa Dividends, 
te. bial dhesaksaanesewhexe eeeee 4,740,340 
Amount added to the Insurance 
Reserve Funds ... 
Net Interest Income from Invest- 
ment ..... eee eee 1,964,050 
($642,638 in excess of the amount 
required to maintain the reserve) 
Actual mortality experience 53. 
of the amount expected. 
Insurance in Force.......++++++..$223,116,887 
Admitted Assets .........sesee02 43,222,328 





For ayency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 
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Fee for Agent Who 
Watches Lapsation 


MUST MAKE REPORT ON CASE 





General Agent Paul R. Wendt Has 
Novel Scheme; Doesn’t Waste 
Any Time 





Paul R. Wendt. a general agent of 
the Equitable of Iowa in Pennsylvania, 
has mapped out a conservation plan to 
guide his agency during the year. It 
has a number of novel features, and 
- the plan is epitomized as follows: 

(1) The day a policy passes the 
premium due date without pay- 
ment and enters the grace period 
the general agent is furnished with 
two copies of a regular printed 
form of notice to that effect. The 
notice sets forth the name and ad- 
dress of the insured, the amount of 
the premium, the type of policy 
and the name of agent. These no- 
tices will be handed out each morn- 
ing at our morning meeting and in 
case of out-of-town agents notices 
will be mailed promptly instead. A 
copy of the notices will be retained 
by the general agent awaiting the 
agent’s report thereon. 

(2) Together with the notice a 
regular printed form, of report will 
be passed out to the agent and it 
shall be the rule of the office that 
sometime during the period of 
grace the agent is to get in touch 
with the insured either by letter, 
telephone or by personal ca'l, the 
results of that solicitation to be re- 








WENDT AGENCY GROWING FAST 





Equitable of lowa General Agent Moves 
Into Larger Quarters in Newark; 
Nine in Agency 





When you are making cracks that the 
life insurance business is not good, you 
had better stay away from Newark, at 
least that part of Newark wherein is 
located the New Jersey General Agency 
of the Equitable Life of Iowa. A litt’e 
over a year ago Paul R. Wendt was 
appointed general agent for New Jer- 
sey for the Equitable Life of Iowa, a 
field of which he knew nothing and a 
field in which he knew nobody. All 
he had was a hole in the wall and a 
rate book coupled with the desire to 
bui'd a general agency. About ten 
days after he opened up he put on one 
agent. This agent did not last very 
long because his record, caught up with 
him. 

At this time there are in the agency 
eight full time men besides Paul Wendt 
himself. In 1921 the agency wrote ap- 
proximately $500,000. In 1922 to date 
things are shuffling along at the rate 
of about a million a year. From the 
hole in the wall the agency had in the 
Essex Building, the office has moved 
into quarters nearly four times as large 
as those occupied at the beginning. 

Paul Wendt says people are hard up, 
but the record of his agency would not 
indicate that that was so, for any 
agency that can start cold, as did “Zieg- 
feld Follies’ in New York this week, 
and in its second year travel a'ong at 
a million “.llar gait, can give the lie 
to anv statement that folks were hard 
up. There are life insurance agents 
and life insurance salesmen. There 
are life insurance representatives who 
are in the business just because they 
are not in some other business. Then 
again there are life insurance represen- 
tatives who are in the business be- 
cause they believe it is the biggest 
business and the best business in the 
word and the fellows with this latter 
viewpoint, sell life insurance whether 
folks are hard up or not, and evidently 
that is what the Wendt office is doing. 

With the production personnel of the 
Wendt office at the present time are 
L. P. Robinson, George H. Rogers, 
George Vanaman, Hunter B. Grant, 
Jerome L. Paulhamus, James A. Mason, 
J. Wood Mussina, A. K. Dougall and 
Paul R. Wendt. 


ported to the general agent within 
the period of grace. 

(3) In event of the agent’s fail- 
ure to reinstate the policy within 
these thirty days then a regular 
form of report will be required. 
This report will set forth:—(a) 
The reason given by the insured 
for failing to renew. (b) The date 
or dates he was cal'’ed upon by the 
agent. (c) Suggestions regarding 
the possibilities of reinstatement, 

(4) After sixty days following 
the due date of the premium and 
in the absence of any extenuating 
circumstances as set forth on the 
agent’s final report, the policyholder 
shall revert to the agency and the 
general agent shall be privileged 
to send his rerresentative to call 
upon the insured for these pur- 
poses: 

(a) To reinstate the policy. (b) 
To verify the agent’s report. In 
event of reinstatement after the 
polieyholder has reverted to the 
Agency, renewal commission shall 
be paid the Agency for maintenance 
of this reinstatement service. 

(5) It is my intention to pay a 
certain agent or agents a_speci- 
fied fee for calling upon the in- 
sured in the name of the agency 
and to render a final report upon 
the case. 

His Reasons 
Mr. Wendt states that the purpose 
of his program which has been endorsed 
by his full time men is as follows: 


(1) To emphasize the importance 
of attention to po'icyholders. 

(2) To safeguard the interests 
of the insured, the company and 
the agency. 

(3) To help the agent to over- 
come any tendency toward procras- 
tination and thus assure him the 
best results for his work. 

(4) To ascertain the personal 
records of the agents in the matter 
of the renewal of business and to 
help those with unsatisfactorv rec- 
ords to ascertain their weakness. 








Security Mutual Agents are successful 
WHY? 


The reasons are many 
First —Our rates are right 
Second—Our policies are attractive 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 
We can give good men good territory 


If you are interested, address 
C. H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE COMPANY 


BINGHAMTON, N. Y. | 




















The Columbian National Life Insurance Company 
Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Issues the best forms of policies of 
Life, Accident and Health Insurance 
Our Complete Protection Combination 





is the ideal form of insurance coverage 








BIG GROUP SUGGESTED the municipality to contract for this in- 
surance, as rulings on the subject must 
be given by the Attorney-General or 
some other state official so that the 
municipality may not exceed its charter 
rights by providing group insurance. It 
is not known yet whether the Chicago 
City Council bas the endorsement of the 
state officials. 





Recommended By Chicago Aldermen 
That Police and Firemen Be In- 
sured for $35,000,000 





A sub-committee of the Chicago Alder- 
manic Chamber on Tuesday night recom- 
mended the purchase of $35,000,000 life 
insurance to cover the lives of 7,000 
firemen and policemen of Chicago for 
$5,000 each. This is a question which 
has been up for some time and has 
already been presented to some insur- 
ance companies. 

The attitude of the companies rela- 
tive to municipality group insurance is 
first to make sure of the authority of 





P. L. & T. DIVISION 





First Steps Taken This Week in Sepa- 
rating Insurance from Trust 
Company 





The Provident Life & Trust Company 
this week took its first step in the actual 





transfer of business that will divide the 





My 





Neighbor’s Hyacinths 


organization into two separate com- 
panies, in accordance with the action 
of its directors, stockholders and policy- 
holders and with the approval of Insur- 








ee 
— 


ance Commissioner Donaldson. The 





all the fall: 











night. 


“I am a life insurance agent, and my neighbor’s hyacinths have taught me an 
It is not a new lesson—I knew it before—it is an old lesson newly 
impressed and made more vivid. Especially now, while the voices of spring are calling 
upon every one to plant something, I feel more keenly than ever that life insurance 
has its proper season and that this proper season may pass in a night. 
ance season is not indicated by the almanac, but any man may know when it is—it is 
when he has good health and a little money. 
day. And when it ends excuses are of no avail. 
payable when you die unless you get the policy when you can. 
I have none—because I failed to plant the bulbs. 

“The life insurance policy matures at death—when other investments are more 
likely to shrink in value than to increase and when income from labor is cut off; it 
brings the fragrance of a prudent and undying love in that darkest of nights that ever 
comes to a widowed mother. I shall never smell the perfume of a hyacinth again with- 
out thinking of 4 life insurance policy, and when I need a spur in my work I say: 
I have none; and it’s all my fault.’” 


insurance lesson. 


hyacinths. 


‘My neighbor has hyacinths. 


“My neighbor has hyacinths; I have none. 
‘I am going to bring home about two dozen hyacinth bulbs some day and 
plant them along the border when the other flowers are gone.’ 
late fall, and I feared the bulbs would begin to grow, so I delayed getting them. Then 
there came a long, cold rain and a sudden freeze up—and it was too late. My neighbor 
planted his at the proper time; so he has hyacinths. 
sight; the earth is bare and brown; but up from it have sprung, almost in a single 
night, these lovely racemes of clustered stars,—white, pink, purple,—purity, life, luxury. 
The odor of hyacinths is strongest at about eleven o’clock in the evening. 

“My neighbor’s hyacinths have taught me a lesson—several lessons. 
if you want hyacinths you must—must—must—plant the bulbs at the proper time. Ex- 
cuses do not make good anybody’s neglect of anything. Never! The second lesson is 
that hyacinths bloom when there is a dearth of other flowers. 
plants; all they need is to be planted at the proper time. The snow may cover them, 
but with the first warm days of spring, when the earth igs still cold and bare, the 
hyacinths awaken and fill the garden with beauty and the air with perfume. They 
herald the spring while other flowers are asleep; their fragrance is strongest in the ing 


company transferred the business done 
by its deposit and safe deposit depart- 
ments to the Provident Trust Company 
on Thursday. Later the trusts will be 
transferred, after which the present 
company will become the Provident Mu- 
tual Life Insurance Company, and will 
do only an insurance business. 


Alfred G. Scattergood has resigned as 
assistant treasurer of the Provident 
Life & Trust to become secretary-treas- 
urer of the Provident Trust Company. 


I intended to have some. I kept saying 


But it was a warm, 


There isn’t another flower in 


The first is, 





They are not hot-house ATTENDS ALUMNI REUNION 

Lawrence Priddy, of the New York 
Life, is in Virginia to attend the fiftieth 
anniversary celebration of the found- 
of Virginia Polytechnic Institute 
of which he is a graduate. Following 
the reunion Mr. Priddy is taking a two 
weeks’ vacation before returning to. his 
office. 


GILL ON SELECTION 
(Continued from page 4) 
occupation and family history are satis- 
factory, there may be a slight physical 
defect, It is then necessary for us to 
weigh all the evidence carefully and see 
whether the scales lean towards accept- 
ance, rejection, limitation or rating, and 
grade the applicant as first-class or 
otherwise. 

A company should always keep in 
mind that satisfied policyholders and a 


The life insur- 


It may last for years; it may end any 

There will be no life insurance policy 
My neighbor has 
It is all my fault. 





From the letter of an agent of the 


NEW YORK LIFE INSURANCE COMPANY 


satisfied agency forces are two of its best 
assets. There is nothing that is good 
or desirable in life insurance that our 
company will not be glad to consider 
for adoption, as it is our constant aim 
to render the best service to every pol- 
icyholder and to our representatives in 
the field, who contribute so largely to 


DARWIN P. KINGSLEY, 
President. 














the success of our company. 
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Modes of Settlement 
And Trust Agreements 


MAN’S TALK 





FIDELITY MUTUAL 





Care Should Be Taken in Making 
Special Agreements; Shouldn’t 
Cover Remote Contingencies 


See 

By GEORGE H. WILSON, 
General Counsel Fidelity Mutual 

When the policy comes to an end and 
the proceeds thereof are retained by 
the company under a Mode of Settle- 
ment Agreement they remain mingled 
with its general corporate funds, and 
an obligation arises immediately against 
the. company to pay out the proceeds 
to the person or persons at the times 


and in the manner provided in the 
Mode of Settlement Agreement. The 
obligation of the company to make 


these payments is a hard and fast one, 
and nothing but its insolvency can in- 
tervene to defeat it. In other words, 
the payments provided for are guar- 
anteed and the relation established be- 
tween the company and the payees is 
that of debtor and creditor, The relation” 
ship is the same as that existing be- 
tween a bank and a depositor. 

On the other hand, when the policy 
comes to an end and the proceeds there- 
of are retained by the company under 
a Trust Agreement, they are taken 
out of the insurance funds of the com- 
pany and are held separate and apart 
from its general corporate assets. A 


separate account is opened with the 
fund and a trust has become estab- 
lished. The relationship thus created 


between the parties is that of trustee 
and cestui que trust. The trustee, that 
is, the company, holds the legal title 
to the trust fund, subject to the duty 
of employing it or applying it accord- 
ing to the intention expressed in the 
Trust Agreement. The cestui que trust 
is the one for whose benefit the trust 
was created and who has the right to 
the beneficial interest arising there- 
from. As to the investment of this 
trust fund, the insured (the creator of 
the trust) may have directed in the 
trust agreement when, where and in 
what securities it shall be invested, or 
he may have left this to the discretion 
of the trustee, which is usually the 
case. In making investments, the trus- 
tee is not an insurer. Generally speak- 
ing, he need only exercise sound dis- 
cretion, good faith, and honest judg- 
ment. In the fact that the trustee is 
not an insurer against loss of the trust 
fund nor against shrinkage in value of 
the securities in which he has invested 
it, (if in making the investment he 
has followed statutory requirements, if 
any there be, and has exercised sound 
discretion, good faith and honest judg- 
ment), lies one of the most important 
distinctions between a Mode of Settle- 
ment Agreement and a Trust Agree- 
ment; because, as I have already point- 
ed out, under a Mode of Settlement 
Agreement the company insures or 
guarantees all of the payments to be 
made, 
Attitude of Fidelity 


The Fidelity has never made a Trust 
Agreement with any policyholder for 
disposing of the proceeds of his policy; 
and I venture to think that, by what- 
ever name called, the total number of 
true Trust Agreements that have been 
made by all life insurance companies 
is comparatively small. 

On the other hand, the “Optional 
Modes of Settlement” printed in our 
policies are being constantly made use 
of by our policyholders and, besides 
these, the Fidelity has entered to a con- 
siderable extent into the making of 
special Mode of Settlement Agreements. 
It is about these special agreements 
that I wish to speak now with more 
particularity. 

My first words will be words of 
praise. The use of them in a proper 
case and within proper limits renders 
a valuable service to the policyholder 
and should increase his regard for both 


company and agents. It is a valuable 
service to the policyholder, because it 
enables him to provide for as many 
contingencies in disposing of the pro- 
ceeds of his policy as he would in 
most cases desire to do if he were 
making a will, and it is performed for 
him by the company and the agent 
without charge. 

Now, what do I mean when I say 
these agreements are valuable in a 
proper case and within proper limits? 
As to a proper case, I mean that the 
agent should never advise the use of 
a Mode of Settlement Agreement— 
either those printed in the policy or 
those that must be specially prepared 
—unless there are very good reasons 
for believing that it will better serve 
the needs of the policyholder when the 
policy comes to an end than a lump 
sum settlement. As to proper limits, 
I mean that great care should be exer- 


cised against making these _ special 
agreements cover many and remote 
contingencies. 

In expressing the limits beyond 


which Modes of Settlement should not 
be carried, I can do no better than 
to repeat the principles recommended 
by the Association of Life Insurance 
Counsel. Under “Optional Modes of 
Settlement” contained in our policies 
the first option is entitled “Proceeds 
Left at Interest.” It is recommended 
that this mode of settlement ‘“Shou'd 
not continue beyond two lives in be- 
ing at death of insured (unborn child 
of insured included in ‘lives in being’). 
If employed for a primary and a sec- 
ondary beneficiary, the secondary ben- 
eficiary consisting of a class, such as 
children, then at the death of the pri- 
mary beneficiary the amount payable 
to be divided among the secondary 
beneficiaries and the share of each set- 
tled according to this mode of settle- 
ment. When the principal sum becomes 
payable at the death of the secondary 
beneficiary, the payee to receive it must 
be so designated that the determina- 
tion of who the payee is shal! not de- 
pend on death or other contingency; 
provided that as to either primary or 
secondary beneficiaries there may be 
provision for survivorship between 
members of a class, such as children. 
For instance, if it is to be payable 
to any person, it must be payable to 
that person or to his estate. It cannot 
depend upon the contingency of his 
being then living, except that if he be 





esta of all members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
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not living it may then be payable to 
the insured’s estate. 

“In case the Mode of Settlement is 
continued during one life only, then 
when the principal becomes payable, 
one contingency of a life may enter; 
thus, it may be payab'e to ‘A,’ if then 
living; if not, to ‘B’ or to the executors 
of the last survivor of ‘A’ and ‘B,’ or 
to the estate of the insured.” 

Instalments Certain 

The second option in our policies 
under “Optional Modes of Settlement” 
is entitled “Instalments Certain.” In 
connection with this option it is recom- 
mended that, “Not over 50 years’ in- 
stalments to be payable. Two lives 
may enter as contingent payess; thus, 
each instalment may be payable to ‘A’ 
if living on the due date; if not, to 
‘B,’ if living on the due date; if not, 
to ‘GC,’ his executors or administrators. 
Provided the number of years’ instal- 
ments is not over 30, either of the first 











465,227 in the same period. 





Seventy-Nine Years of Service 


Our first policy was issued in 1843. 


Up to December 31, 1921, we had paid $1,736,129,572 to 
policyholders and beneficiaries, and had accumulated $675,- 
319,164 for them. Dividends to policyholders totaled $361,- 








Total insurance in force at the end of 1921, $2,472,651,779. 


Corporations and Partnerships protected by Business 
Insurance. Inheritance tax provision for large or small 
estates. Philanthropic institutions endowed. Income policies 
for the protection of homes and dependents. Annuities for 
the aged. Up-to-date Disability and Double Indemnity 


provisions. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York | 


34 Nassau Street, New York 





two payees may consist of the members 
of a class, such as children living on 
the due date, such class, however, must 
be of such nature as children, or 
brothers and sisters.” 

The third option in our policies under 

“Optional Modes of Settlement” is en- 
titled “Continuous Instalments,” that 
is, instalments for a fixed period of 
twenty years and for as many years 
thereafter as the beneficiary shall live. 
In connection with this mode of settle- 
ment it is recommended that, “The pri- 
mary beneficiary can consist of one 
life only; in case of death of that ben- 
eficiary before all the years’ payments 
certain shall have become payable, the 
remaining payments certain may be 
payable to a second or a third payee 
as under Mode of Settlement No. II 
where the first payee has died. 
. “Mode of Settlement No. II or No. III 
can fol’ow the Mode of Settlement ex- 
pressed in relation to Mode of Settle- 
ment No. I where I is continued for one 
life only. In that case, under No. II or 
III, there could be one payee to whom 
payment was contingent on living, and 
succeeding that one payee there could 
be only a final payee. 

“In no case shall the contingency of 
marriage enter as a contingency, deter- 
mining payees. The final payee men- 
tioned in all three modes of settlement 
must be definitely determined and sub- 
ject to no contingency except that the 
designation of ‘A’ or his executors or 
administrators shall not be considered 
one involving possible contingencies.” 

True Trust Agreements 

Up to this point, I have spoken ex- 
clusively of agreements between policy- 
holder and insuring company for dis- 
posing of the proceeds of policies. I 
now wish to speak of the agreement 
which may be made by the policyholder 
with an individual or with a trust com- 
pany for disposing of the proceeds of 
his po'icy. These agreements should 
be true trust agreements. They should 
be drawn by competent hands and 
should fully and clearly define the trust 
and express the intentions of the policy- 
holder. In my judgment they should 
not be made with a single individual 
trustee, since he might die before the 
insured or before the trust has been 
fully performed. Personally I would 
prefer a corporate trustee; that is to 
say, a trust company. 

It is a singular fact that policyhold- 
ers have been known to designate an 
individual or a trust company as trustee 
beneficiary without ever having made 
an agreement with such trustee benefi- 
ciary, and without even expressing any 
intention, either oral or written, as to 
what was to be done with the proceeds 
of the policy; and, in some cases, with- 








aww we S&S * Ww 





June 16, 1922 


THE EASTERN UNDERWRITER 


11 





out even informing the trustee bene- 
ficiary of his designation as such in the 
policy. You can readily see that in such 
a case, the insurance company, at the 
death of the insured, might be obliged 
to pay the insurance money only to such 
trustee and that when the trustee got it 
he would not know what to do with it. 

We frequently received app‘ications 
for insurance in which a request like 
this is made: ‘Make policy payable to 
John Doe, trustee beneficiary for Mary 
Roe.” Or like this: ‘Make policy pay- 
able to John Doe, trustee beneficiary.” 
In such cases issuance of} the policy is 
withheld and a letter is written to the 
agent asking that a copy of the instru- 
ment under which the trust was cre- 
ated be furnished, and that if this 
cannot be done, then to give us the 
cate of such instrument. Upon receipt 
of this information the beneficiary 
clause that will be written in the policy 
wi 1 generally read like this: “To John 
Doe, trustee under instrument dated 
(HG 5s. GRO OF 6s iicces , 19.., without 
any responsibility on the part of the 
company as to the performance of the 
trust or any part thereof.” These pre- 
cautions are, taken for the better pro- 
tection of the interests of all parties 
concerned, and from what has been 
said I think you will agree, with me 
that when an agent discovers that an 
applicant or an insured desires to make 
his policy payable to a trustee, the 
agent should ascertain whether there 
is a written instrument in existence 
establishing and defining the trust; and 
if there is not, he should urge the im- 
portance of having one drawn and exe- 
cuted. 


Cautions About Vague Options 


Before closing I want to say to you 
that very many of the requests that 
come to us for preparation of Special 
Mode of Settlement Agreements and 
for the exercise of the options under 
“Optional Modes of Settlement” are 
very vague, indefinite and incomplete. 
For example, take this request for the 
exercise of Option 1: “The proceeds 
of this policy are to be held by the com- 
pany under Option 1, interest to be 
paid to the life of the insured during 
her life, and at her death interest to 
be paid to insured’s two children, share 
and share alike, or the survivor.” In 
this ¢ase we must write back and in- 
quire: “What is to become of th» 
principal at the death of the last sur- 
vivor?” Ags another example, take this 
request for the exercise of Option 2: 
“The insured desires the proceeds of 
this policy at his death to be paid to 
the beneficiary in accordance with Op- 
tion 2.” You will note that we are 
given no information as to the number 
of insta’ments. As another example 


take this request for the exercise in | 


combination of Options 1 and 2: “If the 
insured dies before his son reaches the 
age of twenty-one, the proceeds of this 
policy are to be held by the company 
until the son’s twenty-first birthday, 
then paid to him in five instalments.” 
Before we can dispose of this case we 
must get answers to the following ques- 








OVER $300,000,000 MARK 





Insurance in Force of Equitable Life of 
lowa; Fine Work of De- 
troit Agency 





With the close of business for the 
month of May in which business written 
exceeded that of the same month last 
year, the insurance in force of the Equit- 
able Life Insurance Company of Iowa 
went over the $300,000,000 mark. 

The Equitable of Iowa has made un- 
usual progress during recent years, The 
first $100,000,000 of business was not 
acquired until fifty years after the or- 
ganization of the company. This figure 
was reached in 1915. The company has 
Placed $200,000,000 upon its books since 
that time, covering a period of seven 
years, 

In May the Zacharias & Johnson 
Agency of Detroit secured $471,000 of 
new business, the largest amount ever 
written by an Equitable Agency in a 
single month, 





tions: “What is the son’s date of birth? 
Is interest to be paid currently or ac- 
cumulated? Suppose the son dies after 
the insured and before reaching the age 
of twenty-one, what, is to be done with 
the fund? What is to be done with 
the fund if the insured dies after the 
son reaches the age of twenty-one?” 
As a last example take this request 
for the exercise of Option 3: “The 
proceeds of this policy are to be paid 
to the wife under Option 3. In event 
of her death the instalments for the 
fixed period of twenty years are to be 
paid when due to insured’s children.” 
In this case we must inquire: “Suppose 
the wife dies before the insured, under 
what Option then. if any, does the in- 
sured wish the proceeds of the policy 
paid to the chi'dren?” 

If you should ask me how you are 
to avoid these vague, indefinite and in- 
complete requests for the exercise of 
Options under the Modes of Settlement, 
which result in so much lost motion 
and delay, my answer would be, make a 
careful study of the Optional Modes of 
Settlement and of the recommendations 
herein made as to the limits beyond 
which they should not be extended. 
Once these things are thoroughly under- 
stood you will not only be better able 
to aid the Head Office in the dispatch 
of business, but I confidently believe 
that you will find for yourselves a new 
source of selling power. You will be- 
gin to paint in your own mind new 
and fresher pictures of the merits of 
your policies, and you will sell more of 
them than you have ever done before. 





WRITING BUSINESS PROGRAMS 

Law & Roberts and Associates, of 
the Northwestern Mutual Life, in West 
Virginia, are making a specialty of 
business insurance, according to the 
“Pacemaker,” weekly bulletin issued 
by the agency. A drive for business 
policies will be made in order to make 
June the biggest month in agency his- 








MR. SUCCESSFUL LIFE INSURANCE AGENT: 


Do you want to secure a General Agency for yourself? If so, read 
this, it is 


WORTH KNOWING 











A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,000, the face of the 


Policy, will be paid. 


SECOND, that in case of death from any ACCIDENT, $10,000, or 
double the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000 
or THREE TIMES the face of the Policy, will be paid. rn 


: FOURTH, that in case of total disability as a result of accidental 
injury, the Company will pay direct to the insured at the rate of $50 
PER WEEK during such disability, but not to exceed 62 weeks, after 
which the weekly indemnity will be at the rate of $25 PER WEEK 
throughout the period of disability. Can insurance do MORE? And 
why should any man be satisfied with a policy that would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. Twenty P 
Life, $167.10. Twenty Year Endowment, $235.10. elie aati: 


United Life and Accident Insurance Co. 
Home Office, United Life Building, Concord, New Hampshire 


CELEBRATE PRESIDENT’S MONTH 
President’s month is being ce'ebrated 
by the Philadelphia Life in honor of 


President Clifton Maloney. Mr. Ma- 


loney’s fiftieth birthday was celebrated 
June 7. Because of his stated dislike 
for the pretense of figures the men 
have been requested to make the busi- 
ness submitted during the testimonial 
be of the highest type. 





The International Life’s business for 
the month of May was the largest for 
any month in 1922, the total being more 
than $5,250,000. 
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CO-OPERATION 


Fens made in the latter | 
part of 1921 reveals the 
fact that the average pre- 
miums of our trained’ men | 
during their first twelve | 
months with the company 
are 20 per cent higher than 
the average premiums of the 
untrained men. 


This is a striking example of 
what is being accomplished 
by our plans for develop- 
ment of and co-operation 
with our field force. 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 
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Ousting of Wilson, 
Of Colorado, Upheld 





SUPREME COURT DECISION 





For a Time State Had Two Heads of 
Insurance Department; Row 
Over Company 





The Colorado Supreme Court has up- 
held the removal of Earl Wilson as 
Insurance Commissioner of Colorado by 
a vote of three to two. This ends a 
bitter fight in which life underwriters 
generally were lined up behind Wilson, 
a former football p'ayer who was doing 
well as commissioner when he got into 
a fight with the Mountain States Life 
and attempted to revoke the license of 
the company. On October 7, 1921, Gov- 
ernor Shoup notified Wilson he must 
vacate the office by October 15, “for 
the good of the service.” The civil 
service commission denied Wilson a 
hearing. On October 29 Jackson 
Cochrane was appointed insurance com- 
missioner. Wilson continued and so 
the state had two commissioners. 
Finally Governor Shoup instructed the 
attorney general to oust Wilson. 

The dissenting opinion of the two 
justices considered two questions: 

1.—Is the commissioner of insurance 
an executive or judicial officer and 
under civil service? 

2—Was Wilson entitled to a hearing 
before the civil service commission? 

With regard to the first question, the 
court held that the commissioner “is 
beyond question an officer of the execu- 
tive department of the state and not 
a person ‘appointed to perform judicial 
functions’.” It declared the insurance 
commissioner is under the classified 
civil service. 

As to Wilson’s contention that he 
could not be legally removed without 
a hearing, the court said: 

“The right to a hearing is given only 
to those appointed according to merit 
and fitness as ascertained by a com. 
petitive-examination.” It then pointed 
out that Wi'son had passed no such 
examination and that he was only a 
provisional appointee. 





RICHARD. HORNER HURT 

Richard Horner, of the Jos. D. Book- 
staver Agency, was struck by an auto- 
mobile truck at Wi'liam and Fulton 
streets a few days ago, and severely 
bruised. He was carried to his office at 
123 William street and attended by Dr. 
H. C. ‘Weissenborn, of the Travelers. 
He will be disabled for a week or so. 





12 


THE EASTERN 


UNDERWRITER 





June 16, 1922 





THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
8 Fulton Street, New York City. 
Clarence Axman, President and Editor; 


every 


W. L, Hadley, Secretary and Business 
Manager; Edwin N. Eager, Associate 
Editor. The address of the officers ts 


the office of this newspaper. 
number: Beekman 2076. 


Telephone 


Subscription Price $3.00 a year. Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
5, 1907, al the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 


AN OPPORTUNITY THAT 
NOT BE NEGLECTED 
Organizations in the insurance busl- 
immediately take up the 
idea of “Read Your Policy 
Week” which was launched at the New 


MUST 


ness should 
clever 


York Association of Insurance Agents 
meeting in Syracuse last week and 
cash in on it. The publicity possi- 


bilities of such a campaign are bound- 
The Underwriter pre- 
sents a brief outline of how this propo- 
sition could work: 
Initial announcement 
Policy Week,” 
to daily 


less. Kastern 


of “Read Your 
statement sent 


the 


being a 
newspapers throughout 
state, signed authoritatively by the 
New York Association of Insurance 
Agents, National Board of Fire Under 
writers, National Bureau of 
and. Surety Underwriters, 
Federation, etc. 


Casualty 
Insurance 
This statement should 
run at least a column and tell why 
the of the week was conceived. 
These reasons include a desire on the 
part of the insurance fraternity to see 
that the public the real 
service of its insurance, the extent of 


idea 


appreciates 


coverage, and the manner in which the 
assured’s rights under the contract are 
protected. Subsequent statements is- 
for other days during the week 
give facts illustrating that the 
amount of friction between companies 
and the public is infinitesimal; that 
there is little insurance litigation com- 
pared to that in real estate and other 
business Different ad- 
justers would prepare artic'es discuss- 
ing various. phases of the contract, writ- 
ten in a popular illuminative vein. One 
article 


sued 
would 


transactions. 


could be made the excuse for 
-announcing the magnitude of the in- 
surance business in its various rami- 
fications. It could also go into the 
Statistics of fires, with national eco- 
nomic waste and fire prevention fea- 
tures brought in. One article in the 
series could be written by a distin- 
guished lawyer in which the public 


could be to'd many things of value. 


m : 

The campaign should be carefully 
prepared and the stage set right. 
Every local board or insurance 


club 
in the state can co-operate so that at 


the proper time all could work in uni- 


son. The local publicity in all cases 
should be handled by local agents 
through an insurance club, a_ local 
board or a committee, members of 
which will personally call upon the 
editors. 

“Read Your Policy Week” should be- 
come effective for many reasons, not 
the leagt of which being to give a 
sweeping, clear and positive slant on 
how the editors of the state will line 
up when it comes to publishing matter 
about insurance, 

Here’s the opportunity for insurance 
men to get their story before the pub- 
lic and to counteract the sinister and 
widespread publicity of Samue! Unter- 
myer and his committee. 

Go to it. 





FIRE INSURANCE RATE TALKS 

Fire insurance rating managers who 
appear before agents’ conventions to 
tell about new rating schedules and 
similar information should prepare 
their papers in advance, arriving at the 
meeting ready to hand over copies. to 
newspapers sending reporters to the 
convention; or, at least, they should 
have one extra copy and let the report- 
ers hire a stenographer who can make 
as many copies as they see fit. In this 
way, charges of unfairness will be 
eliminated as there is no particular 
reason why a company rating organiza- 
tion official shou’d deliver a lot of ex- 
clusive inside information to a limited 
audience of agents, even though the 
audience be three or four hundred. By 
arriving with an extra copy of his talk, 
which is generally extremely technical 
and hard for the average reporter to 
reproduce without shorthand, it is pos- 
sible to let all agents later read the 
talk in the business press. Thus, cer- 
tain agents of the state wi'l not have 
in their possession information which 
other agents do not possess. The rat- 
ing bureau officers mean well; they 
are so busy they don’t feel like taking 
time to prepare a paper; and, ordi- 
narily, they know their subjects so 
well that they feel they can talk it 
without notes. But, of course, this puts 
the fellow not at the convention but 
who is vitally interested in the new 
rates at something of a disadvantage. 





ASSOCIATION QUALIFICATION 

The Life Underwriters’ Association 
of New York has decided not to put 
up any bars against legitimate agents 
whose principal business is not life 
insurance. In other words, insurance 
brokers of all kinds as well as Trav- 
elers and Aetna men who may do a 
larger compensation or accident and 
health business than they do life in- 
surance, are welcome. The decision is 
wise. All worth-while and honest pro- 
ducers should come under the big tent 
of the association and profit thereby. 
The more members, the greater sup- 
port will be given to the Good Practices 
Committee, which under the direction 
of W. F. Atkinson, of Brooklyn, in co- 
operation with the Insurance Depart- 
ment, and having at its disposal the 
fine detective investigating ability of 
Lawrence Priddy, has thrown out of 
the business a lot of men who do not 
belong. More power to them. Chair- 
man Atkinson is cautious, dignified, 
fair, earnest, a fine man for the job. 

As for that lusty warrior, T. R. Fell, 


who wanted to make the membership 
100% life insurance, no one will ques- 
tion his motives nor his ambition to 
make the true life insurance goal one 
well worth reaching. He made a good, 
strong fight, but odds against him were 
overwhelming. The new administration, 
under the direction of a capable and 
high'y respected agent, George A. 
Smith, the new president, is now free 
to devote itself to gathering together 
interesting programs of worth-while 
addresses for the monthly meetings, 
and to stand behind the Good Practices 
Committee, which has on its member- 
ship thoughtful, intelligent, hard-work- 
ing men who have at heart the best 
interests of life insurance. 


Andrew Fleming West, who has been 
Dean of the Graduate College of Prince- 
ton University since 1901, has been 
elected a director of the Prudential In- 
surance Company of America, taking 
the place made vacant by the recent 
death of former Supreme Court Justice 
Bennett Van Syckel. Dean West has 
received the degree of D. Litt. from Ox- 
ford University and LL.D. from Lafay- 
ette University. He is a trustee of the 
American Academy in Rome and is wide- 
ly known throughout this country as a 
leader in educational circles. He is par- 
ticularly distinguished for his strong 
advocacy of the study of the classics in 
colleges and universities. 

* a * 


Albert E. Sheridan, manager for the 
new surety pool on taxicab bonds, has 
been in the surety business for twenty- 
six years. He became associated with 
the American Surety in 1896 and re- 
mained with that company until the 
formation of the Excise Pool in 1906, 
when he was chosen as manager of that 
venture into a new field of compulsory 
bonding. This work kept Mr. Sheridan 
occupted until May, 1921, at which time 
the business -was finally wound up as a 
direct result of national prohibition, 
closing a very successful venture. Mr, 
Sheridan again became associated with 
the American Surety Company in Sep- 
tember of last year as manager of the 
Forty-second street, New York, branch 
of the company. His appointment te 
head the new pool, known as the Motor 
Vehicle Reinsuring Companies, is due 
in large part to his experience in hand- 
ling a pool successfully where the in- 
terests of several companies interiock. 
Offices have been opened in the Berke- 
ley building, at 19 West Forty-fourth 
street, New York, and at 26 Court street, 
Brooklyn, under his management. Up- 
state offices will be opened in Buffalo 
and Rochester within a few days, or as 
soon as he can complete the necessary 
organization. 

“ * * & 


President Edward C. Stokes, of the 


Peop'es National Fire, addressed a 
memorial service at Millvi'le, N. J., 
under the auspices of the American 
Legion. 


To Move Office 
The Philade'phia office of the Eastern 
Pennsylvania branch of the Standard 
Accident will after June 20 be located 
at 325 Walnut street, where the first 
and second floors will be occupied. 








| deb Hedges Says 


In the history of the world we have 
had an ice age, a stone age, an iron 
age and other divisions of physical evo- 
lution. The present age seems to be 
one dedicated to the practice of con- 
cealing one’s real individual opinions, 
and of expressing opinions as a finality 
for everyone else, 


—From “Common Sense in Politics,” published 
by Moffat, Yard & Co. 

















The Human Side 4 














G. LYNN MARRIOTT 





G. Lynn Marriott, 53-54 Gardner Bldg., 
Utica, New York, has been appointed 
manager of The Union Central Life for 
six counties in Central New York, in- 
cuding Oneida, Madison, Herkimer, 
Otsego, Shenango and Delaware with 
headquarters in Utica. Mr. Marriott is 
a newcomer to the business of life 
irsvrance. He was formerly treasurer 
of the Citizens Trust Company of Utica, 
with which institution he was asso- 
ciated for nearly fifteen years, filling 
a number of positions and finally be- 
coming treasurer, which position he 
held when he took up life insurance. 
Mr. Marriott was a visitor in New York 
City last week at the office of C. B. 
Knight, general manager for New York 
City of The Union Central Life where 
he was put through his paces with re- 
gard to the business by Preb’e Tucker, 
the well known statistician and instruc- 
tor of that agency. Mr. Marriott’s work 
in this field is practically all ahead of 
him. There is little organization and 
it is his purpose to plant representa- 
tives at different points in the territory 
over which he has supervision from 


time to time, and his ambition is to 
develop one of the most productive 


agencies in central New York. 
* * * 
John J. Thomas, who was recently 
elected president of the Lloyd-Thomas 
Company, is a graduate of the Univer- 


sity of Nebraska in mechanical en- 
gineering. After extended adjusting 
and executive experience with the 


Great American Insurance Company, 
formerly the German American, he 
founded the Lloyd-Thomas Company in 
1910. As a member of the Society of 
Industrial Engineers, Bankers C'ub of 
America, Chicago Union League Club, 
Masonic bodies and several country 
clubs, Mr. Thomas’ acquaintance is 
national. All the extensive plans for 
the broader application of property 
valuations for corporation, banking, tax 
and production purposes will be vigor- 
ovsly carried forward under Mr. 
Thomas’ direction. 
a * * 

Walter S. Detwiler. the head of W. S. 
Detwiler & Co., general agents in Phila- 
delphia for the Hartford Accident and 
Indemnity and accredited representa- 
tives of the American Eagle, the Globe 
& Rutgers, the Westchester, the New 
Jersey, the Urkaine, the Nationale and 
the Victory in fire lines and the Hart- 
ford Fire in automobile lines, has ac- 
cepted the appointment of regional vice- 
president of the Pennsylvania Associa- 
tion of Insurance Agents. 

* 

W. Edwin Huber, of Huber & Part- 

ridge, Scranton, Pa., has been given 


the Republican nomination for the legis 
lature. 
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Fire Insurance Department 
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Cleveland National 
Leaves Local Club 


APPOINTMENTS RESTRICTED 





Wanted to Add Real Estate Agents 
as Done in Many Other 
Large Cities 





Because under the rules of the Fire 
Insurance Club of Cleve’and the Cleve 
land National may not appoint real 
estate men its policy writing agents 
anywhere in Cuyahoga County, Ohio, 
which right it has under the rules in 
Boston, New York, Philadelphia, Balti- 
more, Chicago, St. Louis, Milwaukee 
and some other cities, outside of the 
downtown districts, or in the suburban 
territories to those cities, the 
land National has resigned its 
bership in the cub. 

The secretary and manager of the 
Cleveland National is Archibald Kemp, 
who was well-known locally as a mem- 
ber of Wickham & Kemp, and before 
that connection was an officer of the 
City of New York Insurance Co. When 
he came to Cleveland he found that 
the company had a comparatively small 
business there, despite the company’s 
name, which in itse f should have been 


Cleve- 
mem- 


a considerable asset, nor did he find 
any considerable interest among the 


local agents there in the company. The 
Cleveland National itself may have 
been respons'ble as it had not been 
particularly active in matters of Fire 
Insurance Club interests. Being natu- 
rally an organization man Mr. Kemp 
set out to see if he coud not bring 
about closer relationships and build up 
the business through representation in 
representative offices of the club’s 
membership. 

With that thought in mind Mr. Kemp 
did not enter into any aggressive cam- 
paign for obtaining business, either 
direct or through solicitors, to be writ- 
ten over the counter. As a result of 
putting down one or two more agencies, 
however. the business of the company 
grew although not to the size nor did 
it get the classification which it ex- 
pected. 

Asked Change of Rule 

Not satisfied with the situation Mr. 
Kemp, it is understood, felt that the 
rules of the Fire Insurance Club of 
Cleve and provided for considerable re- 
striction in type of producers, and to 
him the rule against appointing anv 
real estate men as policy writing agents 
anywhere in the county appeared to be 
a considerable handicap, nor did he 
think a just one, in view of the prac: 
tices in the other large cities. He un- 
doubtedly felt that there were real 
estate men who would like to represen‘ 
the company for reasons of local pride. 
if for no other. In other words. that 
the company was not in a position to 





capitalize its name as other companies, 
simi arly situated, are doing in other 
cities. It so happens that because of 
some local financial interests the com- 
pany would be in a position to obtain 
desirable business through real estate 
connections, and the directors, puzzled 
by what appeared to them inconsistent 
fire insurance procedure on the part of 
the agents’ organization when compared 
with the attitude of agents’ organiza- 
tions elsewhere, discussed with Mr. 
Kemp what they regarded as the un- 
fair position they felt the company 
was being placed in, as business which 
the directors could influence the com- 
pany was not in a position to accept, 
because of the club rules. 

Mr. Kemn then took up the subject 
vigorously with the club’s board of trus- 
tees and a'so appeared before the board 
as well as discussing the subject in 
detail with sub-committees appointed 
for the purpose, but these discuss'ons 
resulted only in the trustees failing to 
recommend rule changes, althoveh ap- 
parently they svmpathized with the 
Cleveland National’s position, 





NATIONAL BUFFALO CHANGE 





Company Goes From Armstrong, Roth, 
Cady Co. to Park, Thomas & Co. 





(Special to The Eastern Underwriter) 

Buffalo, N. Y., June 12.—An impor- 
tant agency change in Buffalo within 
the last’: few days was the transfer of 
the National from the Armstrong, Roth, 
Cady Co. to Park, Thomas & Co. The 
former is an old agency in which the 
National has been represented for many 
years, but it is understood that because 
of the long list of companies in the 
agency through amalgamation with 
other agencies, the National decided to 
go with the Park, Thomas agency, 
which is comparatively young and the 
members of which consist of Roswell 
Park, George Bleistein and W. E. Boyd, 
Jr. All the members of the organiza- 
tion are prominent in the younger busi- 
ness and social set of Buffalo. Mr. Park 
and Mr. Bleistein are old residents of 
Buffalo and come from prominent fam- 
ilies there, Mr. Park being the son of 
Dr. Park, who attended President Mc- 
Kinley at the time the President was 
shot, 

About three years ago Mr. Boyd join- 
ed the agency, prior to that time being 
special agent of the National in New 
York State. For some time the Park, 
Thomas agency has represented the Me- 
chanics & Traders, managed by the Na- 
tional, and it is understood that the fine 
treatment given the Mechanics & Trad- 
ers had its bearing in making the 
change. 





BROKERS RESTIVE 
Some of the New York City brokers 
think that too much responsibility for 
enforcing certain provisions of the new 
rate law, as interpreted by Superinten- 
dent Stoddard, has been placed on their 
shoulders, 
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MARINE AND FIRE INSURANCE COMPANY. Limited 











UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 
80 MAIDEN LANE, NEW YORK 











Not to Investigate 
Agents’ Organizations 


MOTION DEFEATED AT BOSTON 





Senator Tarbell Was Taking Shot at 
Insurance Federation and Other 
Organizations 





The Massachusetts Senate by a vote 
of 19 to 4 has refused to substitute for 
an adverse report of the committee on 
rules the resolve offered by Senator 
Warren Tarbell calling for the appoint- 
ment of a special unpaid commission 
of seven members to inquire into the 
rates charged by certain fire companies 
and also to investigate, consider and 
examine the entire business affairs of 
insurance agents’ organizations. 

The resolve, while aimed at the com- 
panies, was in elfect a back-handed slap 
at the Insurance Federation of Massa- 
chusetts, which was active during the 
legislativa session against the fire and 
casualty reciprocal bills. This was made 
plain when Tarbell, incensed by the 
committee’s report, launched a bitter 
attack on John W. Downs, manager of 
the Federation, declaring with his char- 
acteristic gusto that “powerful inter- 
ests” had succeeded in killing proposed 
legislation inimical to the insurance 
business. 


Tarbell’s eleventh hour attempt to 
create such a commission caused a con- 
siderable stir on Beacon Hill among 
those familiar with the antics of the so- 
called anti-insurance group. It came as 
a result of the sound defeat adminis- 
tered to the fire reciprocal bill in the 
House Committee on Rules four weeks 
ago, after it had been reported favor- 
ably by a vote of eight to six by the 
Committee on Insurance. It will be re- 
called that the latter committee re- 
ported adversely on the casualty re- 
ciprocal bill and that opponents of the 
fire reciprocal bill carried their fight to 
the Committee on Rules, to which the 


bill had been given after its first read- 
ing in the House, 


Proponents of the reciprocal bill this 
year conducted a vigorous campaign and 
maintained a powerful lobby. They re- 
tained as their chief counsel one of the 
best known attorneys in Massachusetts, 
a leading Republican politician, who 
exerted all the political pressure at his 
command to force the bills through to 
enactment, 


The Tarbell resolve was considered 
by those who have watched the trend of 
affairs as an effort on the part of the 
reciprocal interests in Massachusetts to 
embarrass the fire companies and the 
organizations which brought about the 
defeat of the bills. But Mr. Tarbell, 
after a slashing attack on the committee 
for its refusal to be misled by the real 
issue involved, was able to muster only 
four votes, including his own. Tarbell 
has stated that he will file a more 
sweeping bill next year, and as he is a 
candidate for re-election, there is every 
indication that the battle will be fought 


all over again when the next Legislature 
convenes, 


NEW AETNA SPECIAL 





A. S. Poffenberger to Have Central 
Pennsylvania; Resigns From 
Boston and Old Colony 





The Aetna has appointed A. S. Poffen- 
berger special agent for the central 
part of Pennsylvania, with an office at 
Sunbury, the appointment being effec- 
tive as of July 1. This new territory 
will be made up of agencies heretofore 
under the supervision of Special Agents 
C. J. Irvin, Philadelphia, and R. W. 
Gillespie, Pittsburgh. 

Mr. Poffenberger has had local agency 
experience as well as inspection service 
with the Underwriters Association of 
the Middle Department. He was dis- 
trict secretary of that organization and 
is now special agent for the Boston 
and Old Colony. 
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RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 


























COLUMBIAN NATIONAL 
FIRE INSURANCE COMPANY 





Built on its REPUTATION of SER- 

VICE to its LOCAL AGENTS 

The sign of the COLUMBIAN NA- 

TIONAL backed by its integrity is the 

sign of good insurance 
T. A. LAWLER, General Manager 
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“READ YOURPOLICY” WEEK 


(Continued from page 1) 

state associations can take it up as well, 
and it will sweep the country. Person- 
ally, | think it would be a good thing 
for the agents themselves, too, to read 
the policy. You know there are lots of 
different kinds of policies, and I believe 
there are some of them that even the 
best of the agents have not read word 
for word. Just look at the difference of 
opinion there is about burglary cover- 
age, to cite an exampie.” 

All the “live wires” at the meeting 
looked interested when Mr. Bruns ex- 
plained the idea because they instantly 
saw its possibilities. 


Newspapers Will Help, Says Bagg 

W. CGC. Bagg, of Utica, where the 
agents’ club use the newspaper columns 
most intelligently in representing insur- 
auce questions to the public, was asked 
if he thought that the daily papers would 
give space to the “Read Your Policy 
Week” publicity, 

“IT certainly do,” he said. “I find that 
the daily papers will use any legitimate 
insurance newspaper story if a business 
man or organization of good standing 
turnishes it, and the editors are con: 
vinced of the sincerity of the news fur- 
nisher, of the value of the news, and 
that no attempt is being made to put 
over what is called a press agent story. 
The editors up-stalte recognize that in- 
surance is a big, important business, 
where the contact with the public is so 
general that news of it is distinctly 
worth while. Up our way they haven't 
turned all the papers over to the movies, 
crime, sex stories and other sensational 
matter. We've got good substantial 
newspapers run by common-sense edi- 


tors, and you'll find plenty of co-opera- 
tion.” 

Advertising managers of fire insur- 
ance companies thought the idea was 
fine. Some of them said to The Eastern 
Underwriter: 

W. W. Ellis, publicity manager, Com- 
mercial Union: 

The best suggestion I heard at the Syracuse 
meeting last week was that of Fred V. Bruns. 
who offered his “Read Your Policy Week” 
idea. It offers abundant opportunity for ef- 
fective publicity throughout this state, and, 
if adopted, will be decidedly effective and do 
the business a lot of good. We are writing to 
some of the agents we met at Syracuse em- 
phasizing the importance of Mr. Bruns’ sug- 
gestion and advising that they push the move- 
ment, if it is whipped into shape. The insur- 
ance press, too, will be helping the business 
if they help put this message across to agents 
in all states. 


Kk. L. Sullivan, advertising manager, 
Hlome: 

The “Read Your Policy” week suggestion is 
certainly a fine, big, constructive idea just 
overflowing with opportunities for  worth- 
while education of the property-owner. And 
there is no doubting that there is plenty of 
room for such education. If the assured can 
be made to study and analyze the various 
clauses in his insurance contract, it is» going 
to give him a clearer understanding of hig own 
liability as well as that of the company with 
which he is insured. 

Of course, the most productive medium for 
selling the property-owner on the “Read Your 
Policy” idea is the local newspaper. Its ad- 
vertising columns provide probably the best 
means through which agents can get policy- 
holders to pay more attention to the “fine 
print on the policy.” Another means _ of 
spreading ‘the gospel is for agents to circu- 
larize every assured on their books. 

The local newspaper editor can help a_ lot. 
Sell him on the advantages of the property- 
owner becoming familiar with his policies and 
he can be depended upon for editorial  co- 
operation—and that means a great deal indeed. 

Lunch to Gardner 


A number of insurance advertising 
men and others, including representa- 
tives of the National Board of Fire Un- 
derwriters and some other’ organiza- 
tions, will attend a lunch today given 
to Frank L. Gardner, president of the 
New York State Association of Insur- 
ance Agents, at which the “Read Your 
Policy Week” proposition will be dis- 
cussed in considerable detail. 











Incorporated 1849 


Metropolitan Fire Agent 


C. G. Smith 
1 Liberty Street 








SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


Geo. A. Hill, Jr., Special Agent 


Cash Capital $2,500,000.00 


Service Department 


1 Liberty Street 























TO END PROMISCUOUS FLOATERS 





Underwriters’ Association of New York 
Not to Publish Individual 
Floater Rates 





Lawrence Daw, assistant secretary 
of the Underwriters’ Association of 
New York State, exp'ained to the 
agents’ association at Syracuse the new 
schedules in the state. While talking 
of the minimum rate table he had 
some interesting comments to make 
on floaters to the effect that there will 
be no more published in the future on 
specific risks, which it is expected will 
put the business on a fairer basis of 
competition as there have been as 
many as 300 or 400 different kind of 
floater rates. Hereafter, there will be 
about five different kinds of floater 
rates, and that is all. They will vary 
from 1 to 34%%. 








Actual market value for all securities 





D. H. Dunham, President 
Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H, Hassinger, Ass’t Sec’y 
John A. Snyder, Secretary 


MECHANICS 


ef Philadelphia 
Organized 1854 


Statement January 1, 1922 
ASSETS AND LIABILITIES 


Capital ...........$ 600,000 
Reserve’ Reinsvur- 
ance Funds ..... 1,562,257 
Reserve all other 
liabilities ....... 
Net Surplus ...... 


183,956 
789,027 





Total ............$8,185,240 
Policyholders Surplus, $1,389,027 








D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres, & Treasurer 
A. H, Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N, J. 
Organized 1854 


Statement January 1, 1922 
ASSETS AND LIABILITIES 
Capital ...........$1,250,000 


Reserve  Reinsur- 
ance Fund ...... 5,021,670 
Reserve all other 
liabilities ....... 1,405,201 
Net Surplus ..... 2,840,571 





Total ...........$10,517,442 





| Policyholders Surplus, $4,090,571 











H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A. H. Hassinger, Ass’t Sec’y 


THE 
Girard F. & M. 
INSURANCE CO. 


ef Philadelphia 


Organized 1853 


Statement January 1, 1922 
ASSETS AND LIABILITIES 


Capital ..........$1,000,000 
Reserve’ Reinsur- 
ance Fund ...... 2,240,933 
Reserve all other 
liabilities ....... 267,721 


Net Surplus ..... 851,855 





Total ...........$4,360,509 
Policyholders Surplus, $1,851,855 














Loyal to friends and loyal agente 














Wants Law Passed 
To License Adjusters 


PUBLIC’S INTEREST AT STAKE 


Alabama Insurance Commissioner Says 
State Should Be Represented in 
Adjustment of Fire Losses 








Insurance Commissioner A. W. Bris- 
coe, of Alabama, in addressing the Ala- 
bama Association, of Insurance Agents 
last week, enumerated some laws which 
he believes should be on the statute 
books of every state. Among those he 
considers necessary for the safe con- 
duct of the insurance business are the 
following: 

“A law providing for licensing adjust- 
ers and for the regulation of adjust- 
ments. ‘In my judgment this law should 
provide, among other things, that the 
fire marshal shall have, in the event of 
a fire, the right upon giving notice, to 
participate in the adjustment of the 
claim, being represented by an adjus- 
ter under his direction, and that no 
claim where the fire marshal requests 
to participate in the udjustment be paid 
until the adjustment in which the repre- 
sentative of the fire marshal’s depart- 
ment participates is made. Wherever a 
fire loss occurs there are three parties 
concerned, viz.: the assured, the com- 
pany, and the citizens of the state who 
pay insurance premiums based on the 
amount of losses paid. The citizens of 
the state being interested, they should, 
wherever the fire marshal’s department 
deems it necessary to their interest, be 
represented by an adjuster under the 
direction of the department. 


“There should be some statute cover- 
ing the question of reinsurance agree- 
ments, and among other things authoriz- 
ing the Commissioner of Insurance to 
require companies to reinsure under 
certain conditions. The law should not 
only require the maintenance of rein- 
surance reserves, but there should be 
some method of procedure provided in 
accordance with which the reinsurance 
reserves are to be used when neces- 
sary.” 

Some other bills the commissioner 
seeks for Alabama have already been 
adopted or introduced in other states, 
including anti-rebate, agency qualifica- 
tion, cancelled policy and supervision 
of rating bureau laws. 





ENTER “STERLING SERVICE” 

“Sterling Service,” a four page maga- 
zine to be issued monthly for agents 
of the Sterling Fire, a subsidiary of 
the Hartford Fire, has made its bow. 
Its destinies are being directed by J. 
W. Longnecker, Hartford’s advertising 
manager, who also is in charge of “The 
Hartford Agent” and “The Citizen,” 
two other live publications. A. G. 
Dugan, Jr., is associate editor of ‘“Ster- 
ling Service.” 
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Ten Policies; Ten Co’s; 
$10,000,000 Insurance 


BIG NIAGARA FALLS _ LINES 





Richard L. Wood & Co. Write Power 
Plants Formerly in Mutuals 
or Self-Insured 





Some idea of the large-sized policies 
which are being written nowadays can 
be gauged by the fact that $10,000,000 
is now being carried on the Niagara 
Falls Power Co., Niagara Falls, N. Y., 
by ten companies. 


These companies are the North Brit- 
ish & Mercantile, Fidelity-Phenix, Com- 
mercial Union, Continental, American 
Eagle, Insurance Company of North 
America, United States, National Union, 
Norwich Union and Aetna. Hight of the 
policies are for $1,000,000 apiece, The 
Commercial Union’s policy is for $1,500,- 
000 and the American Eagle’s is for 
$500,000. 

The Niagara Falls Power Co. is a com- 
bination of the Hydraulic Power Co. and 
the Niagara Power Co., both of which 
were the leading power companies on 
the American side of the Falls. The 
business had formerly either been writ- 
ten in the mutuals or had been self- 
insured. 


The line was handied by L. H. Eaton, 
engineer of the Richard L. Wood & Co., 
and more than one-third is on one risk 
of fireproof buildings. The premium is 
$35,000, three-year term, 

There were a number of good reasons 
why the business was given to the stock 
companies, one being the prestige of 
the companies on the line and their 
reputation for taking care of clients in 
the way of service. It was also possible 
to extend the coverage to include elec- 
trical damage under certain conditions. 

The placing of this line with the stock 
companies gave a lot of encouragement 
to agents throughout the state, and re- 
sulted in many congratulations being 
received by Richard L. Wood & Co., as 
they not only added to the reputation of 
stock company agents, 
their own office but to that of other 





DIVIDE PENNSYLVANIA FIELD 





C. C. Clark to Have Supervision for 
Liverpool & London & Globe; 
His Experience 





The Pennsylvania territory of the 
Liverpool & London & Globe has been 
divided into three special agents’ fields 
and the appointment of C. C. Clark to 
have supervision over the Central Penn- 
sylvania territory has been announced. 
A field man of long experience, he was 
special agent for the State of Pennsyl- 
vania Insurance Company in Wiseonsin. 

Following several years’ field work, 
Mr. Clark assisted in the organization 
of the Sterling Fire Insurance Com- 
pany, Indianapolis, and was for several 
years secretary of this company, relin- 
quishing this position to organize a suc- 
cessful local agency in Chicago. In 
1918 he disposed of his local agency in 
order to engage in the copper mining 
business in Arizona, being associated 
with a large number of insurance men 
in this venture. Then he returned to 
insurance, 





SARANAC OUTING 





Up-State Specials Preparing for Usual 
Pleasant Get-Together at 
Saranac Inn 





The Summer outing of the field men 
of New York State ig fixed for July 11 
at the Saranac Inn, Upper Saranac 
Lake. This is the annual get-together 
in mid-summer of the Underwriters’ 
Association of New York State and of 
the New York Association of Super- 
Vising and Adjusting Fire Insurance 
Agents, “the Old Association,” in other 
words. The event is always a felicitous 
one, with ba'l games, golf, swimming 
and music at night, the concert partici- 
pants being talented field men and their 
talented wives. 














ORGANIZED 


CASH CAPITAL 
1853 


$12,000,000 








SELL WINDSTORM 
INSURANCE NOW 


New York and New Jersey may be out of 
the hurricane belt—but Sunday’s storm 
with its great destruction of property, 
proved that “big blows” do come. 


There is no known way to prevent a wind- 
storm, but the property-owner can be pro- 
tected against financial loss by carrying 
Windstorm Insurance in The Home of New 
York, America’s Largest and Strongest Fire 
Insurance Company. 


Sell Windstorm Insurance now. Back up 


Nature’s own selling arguments with extra 
efforts of vour own. 


Information on rates, forms, advertising 
material gladly furnished to agents. 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 











Aircraft, Automobile (Complete Cover in Combination 
Policy), Earthquake, Explosion, Fire and Lightning, Flood, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits and 
Commissions, Rain, Registered Mail, Rents, Rental Values, 
Riot and Civil Commotion, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm. 





STRENGTH REPUTATION SERVICE 





Vigilance Committee 
In Fire Insurance 


AGENTS AID SUPERINTENDENT 








Sectional Committees in This State to 
Get Evidence Against Crooks, 
Incompetents, Hangers-on 





The New York Association of Insur- 
ance Agents at its convention in Syra- 
cuse last week started a movement to 
weed out irresponsible, crooked, incom- 


petent and rebating local insurance 
agents, 


It is its plan to have local committees 
handle these complaints, to procure the 
evidence, and when all the facts are at 
hand to present the data to the New 
York Department of Insurance, which 
will then see that the connection be- 
tween these undesirable agents and the 
assured is disconnected because the 


- producer of this type will not be able to 


transact business for loss of license 
which will follow, if the evidence war- 
rants it, 

Superintendent Stoddard has o.k’d the 
plan, and what will really be hundreds 
of insurance vigilante committees will 
soon dot the state. 

Similar to Life Insurance Committee 

In brief, this innovation is patterned 
somewhat after the Good Practice Com- 
mittee of the Life Underwriters As- 
sociation of New York, which, having 
been convinced that the department is 
too busy along other lines, and too lim- 
ited in investigational staff to make an 
individual examination of the affairs and 
transactions of every agent in the dubi- 
ous class decided to do its own investi- 
gation of insurance production crooks, 
incompetents and one or two-casers, and 
then present all the facts to the super- 
intendent’s office, thus making it easy 
for the department to take away the 
man’s license or to refuse to give him 
a new one, 

The Good Practice Committee of the 
life underwriters, the chairman of which 
is W. F. Atkinson, of Brooklyn, has been 
unusually successful, and the depart- 
ment has not only been willing to co- 
operate with it, but is grateful for its 
efforts which save time and work. 

In talking to the agents in Syracuse 
last week Superintendent Stoddard said 
that little headway was being made in 
purging the state of fire insurance 
agents and brokers who had little right 
to sell insurance or who had forfeited 
that right by their conduct. Because of 
the press of work, however, few licenses 
were refused for selling fire and cas- 
ualty insurance, He was as eager as 
anyone else to clean up the situation 
and would thus welcome the help of the 
New York State Association’s vigilantes. 
At Syracuse the subject was covered by 
the adoption of this resolution: 

“Grievance Committee: Your resolu- 
tions committee recommends that this 
committee shall consist of the board of 
directors in its entirety, and that as 
occasion may require complaints shall 
be made to the president and referred 
by him to a sub-committee being con- 
tiguous to the territory from which the 
complaint emanates for investigation. 
The said sub-committee shall, after in- 
vestigating, report back to the presi- 
dent, who may then take the matter up 
with the committee as a whole for 
future attention and action.” 

W. L. Austin, of Albany, one of the 
leading agents in the state, and one of 
the principal conferees with Superin- 
tendent Stoddard in this innovation, is 
enthusiastic about it. 

“J think this is the real, practical way 
to weed out the business of the irrespon- 
sibles, the crooks and the amateurs who 
write only a few lines, most of them 
of the rebate nature, as they have some 
connection with the risk they are insur- 
ing. I think the sub-committee idea of 
local jurisdiction is the best way to 
handle the question, as the agents will 
know all the circumstances relative to 
transactions in their communities. I 
feel that agents everywhere will work 
whole-heartedly to make this movement 

(Continued on page 26) 
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Credit Situation in This State; 
Report of Committee At Syracuse 


A committee of the New York Asso- 
ciation appointed to make a report on 
credit extension evil did not think 
much of a current idea that the legis- 
lature could afford relief by amending 
the standard fire policy as follows: 
“This policy shall be void, unless the 
premium charged herein is paid and 
receipt therefor given herein.” There 
has also been heard talk of amend- 
ment of the anti-rebate section of the 
insurance law, making it discriminative 
to extend credit beyond a certain num- 
ber of days. The committee reported 
in part as follows: 

“In either case the credit situation 
would apparently be taken out of the 
hands of the company or agent. The 
agent or broker would have a means 
of leverage for the prompt collection 
of premium from the insured. Collec- 
tions could be forced or the policy 
cancelled. However, as favorable as 
this may appear on the surface, your 
committee feels that in either case, we 
are laying ourselves open to attack. 
Our Insurance Department appears un- 
favorable to anv such changes, our 
courts are against us and have decided 
mostly favorable for insureds, particu- 
larly in reference to mortgage inter- 
ests. We would have brokers and 
agents who would not only fail to live 
up to the spirit of the law, but in case 
of necessity would try to show that 
notes or some other form of payment 
had been given, so as to reinstate the 
policy which would lead to bad prac- 
tice and. discrimination. The public 
in any event must be considered, and 
from the large city brokers there would 
arise great opposition. 

“Credit is one of. the complexities 
of the entire business world. We find 
in no other line of business, whether 
it be manufacturer or wholesaler, the 


grocer, the ice man or any other, who 
is doing a credit business, that when 
their credit situation becomes a _ bur- 
den, do they expect legislature to get 
them their money? This being so, why 
should the insurance business expect 
it? 
The Companies 

“Leaving legislation your committee 
would direct your thoughts to the com- 
panies. Most companies demand their 
accounts paid when due, but many of 
us know of some one company that 
tells us as a means of entering our 
agency in regard to the payment of 
balances ‘that’s all right—take your 
time, pay us when you get good and 
ready,’ and we agents like parrots re- 
peat the same to the public, using the 
same phrase as a means of securing 
business. It is evident that the public 
look upon the agent who is easy in his 
collection ag a poor business man. 

“Our companies lack organization and 
co-operation among themselves and 
their greed for premiums is the answer 
to many of our aiments. Their ap- 
pointment of unqualified agents, dual 
und multiple agencies, annexes and un- 
derwriter’s companies, all conceived 
with the thought to secure a greater 
premium volume, has a bearing on the 
credit evil. 

“The credit extension evil has been 
before the Vermont Association and 
was one of the important topics at the 
Mid-Year Convention of the National 
Association at Chattanooga. In neither 
case was any definite plan discovered 
which could be operated for the ben- 
efit of all, except that in a simi'ar 
manner, as all other discussions on this 
subject they all came back to what 
we might term both the starting and 
the finishing point, that the cure for 
the credit extension evil, if there will 


rests entirely 


ever be such a thing, 
within the hands of the individual 
agent, that the credit extension evil 
can only be solved by each agent in 
his own community in taking the bull 
by the horns’ so to speak, and place 
his business on a cash or a sound and 
limited credit basis. 

“In coming to the cure as being in 
the hand of the individual agent in his 
community, your committee finds a 
close contact with the need for the 
qualification of agents. Until we edu- 
cate ourselves into business men of 
executive ability, until we adopt in our 
business standardized methods of a 
systematic collection of premiums, and 
learn from our neighbors that reason 
able credit is often essential and can- 
not be done away, and that if we want 
to hasten premium payments, we can 
do it by throwing overboard, our slip- 
shod methods. We must educate the 
insuring public that losses cannot be 
paid from uncollected premiums, that 
it is reasonable to expect, that if they, 
the public, want prompt payment -of 
their losses, they must pay promptly 
the premium of their policies. Not 
until this has come to pass, may we 
expect to eliminate the credit evil. In 
many cities and larger towns, your com- 
mittee finds that the insurance clubs 
have solved the credit situation, by 
adoption of a time limit for payments 
of premiums, or the cancellation of the 
contract, and they stick to it. 

Agent’s Responsibility 

“The cure is for the agent to stop 
being a slacker in the collection of his 
premiums, which we all concede is a 
disagreeable task. Most of us are 
prone to apologize when asking our 
insureds for that which is justly due 
us, but if we go to our clients in a 
straightforward manner we usually get 
it and your client will respect you for 
it. It would be infinitely better for our 
profession that each agent make up his 
mind that from now on, instead of 
transacting a credit and banking busi- 
ness, he will conduct his business on 


a cash basis and by a process of elimt- 
nation, let your competitor saddle him- 
self with all the ‘slow pay’ and ‘dead- 
beats.’ 

“In closing this report, your commit- 
tee would recommend thatsthe removal 
of the credit extension evil can be se- 
cured by the co-operation of its mem- 
bers to place their business on a cash 
basis in their agency, that credit be 
extended with discretion upon the part 
of the individual, and that each agent 
can adopt systematic methods best 
suitable to his location, which will not 
only retain his clients, command a 
greater respect and confidence, but wi'l 
also get the new business. We further 
recommend that the association and 
the individual members continue the 
study of credits and strive by all means 
to make and place our business on a 
cash basis.” 





STONE ACTING MANAGER 





Assistant Manager of New Zealand Ap- 
pointed to Succeed Kempthorne 
By H. P. Kissling 





Walter Stone, assistant manager of 
the Eastern, Central and Southern de- 
partments of the United States branch 
of the New Zealand, has been appointed 
by General Manager H. P, Kissling as 
acting manager. He succeeds H. E. 


Kempthorne, who is retiring upon a pen- 
sion and will move to England, where 
his family resides. Mr. Stone, who is 
also assistant manager of the South 
British, became connected with the New 
Zealand in 1919, starting as_ special 
agent in the New York, New England 
and the middle department territory. 
He has had wide experience as an un- 
derwriter in field work, representing at 
various times the National Union, Nor- 
wich Union and the Law Union & Rock. 
His appointment as assistant manager 
of the New Zealand was made about a 
year ago. 
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Why Insurance Agents 
Should Read Policies 


BRUNS ANALYZES CONTRACTS 


Familiarity With Casualty Policies 


Particularly Will Be Helpful 
to Producers 


By F. V. BRUNS 


It was only some years ago an 
agency contract was evolved by cas- 
ualty companies which in many cases 
is still in effect and it is to this par- 
ticular contract, which I understand is 
in force in hundreds of agencies in this 
state, that I particularly refer at this 
time. Furthermore, in justice to the 
companies, I appreciate that many of 
the clauses which I will suggest are 
placed there to protect the company 
against fraudulent practices on the part 
of dishonest agents and may never be 
used and possibly never are intended to 
be used exactly as they are written. 
Again, the terms of many contracts 
are abrogated by different practices 
than those in the contract, which prac- 
tices have been approved by both prin- 
cipal and agent for many years. 

The first clause which is worth con- 
sidering reads in some contracts—“that 
the agent agrees to represent and work 
for the insurance company and the in- 
surance company only in the line or 
lines of insurance hereinafter author- 
ized.” Some companies say “that the 
agent shall act exclusive’y for the com- 
pany.” This is a prohibition which in 
the old days might have been passed 
without thought, but in these days of 
tremendous business and also since 
now there are ten casualty companies 
looking for representation where ten 
years ago there was but one, the clause 
may be worthy of consideration. 

Interest in Premiums 

Another clause which should prove 
of interest to every agent having a 
contract with a casualty company is 
“that the agent expressly agrees that 
all premiums co'lected by the agent 
are trust funds, that the agent has no 
interest in the premiums except for the 
commission feature and that the pre- 
miums are the property of the com- 
pany.” This probably is a wise clause 
as far as the company is concerned 
but today an agent has an account, for 
instance, for a client running we will 
say to a thousand dollars a year of 
which $300 represents various fire in- 
surance policies, $500 compensation 
contracts and $200 miscellaneous bonds, 
automobile contracts or marine forms 
and where the client pays to his agent 
$500 today, $100 next week and so on, 
it is extremely difficult for the agent 
to say which part of such premiums 
belong to this company and which to 
that. 








Sees a Joker 

Another contract which I have seen 
reads as follows: “The agent shall 
keep a record of all business done for 
the company and all books and papers 
containing a record of the business of 
the company, together with all books of 
accounts, bank books, etc., shall be at 
all times open, to the inspection of the 
company or its authorized representa- 
tive and whenever required by the com- 
pany the agent will promptly pay over 
all moneys belonging to the company 
and account for and deliver up all 
books, supplies, etc., belonging to it.” 
The particular joker in this clause is 
that in the majority of offices today 
the records of a casua'ty company are 
kept in connection with the records 
of other casualty companies and other 
fire companies. The average agent 
does not keep a separate bank book 
for each company and while the rec- 
ords may be the records off the agency 
the contract says that the agent shall 
deliver to the company all books and 
papers containing a record of the busi- 
ness of such company. If this clause 
were strictly enforced at the time of 
a dispute, chaos certainly could and 
would result. Incidently it would seem- 
ingly be unfair where more than one 














You can 


Learn 
at Hartford 


ALL at 690 Asylum Avenue, Hartford, 

Connecticut, where the Hartford Gen- 
eral Agency Company is located, and look 
into the 1922 proposition for local agents of 
the Federal. You will be told how you can 
get the help of trained underwriters and 
expert engineers, who will assist you in 
developing more business the Federal way. 


What is the Federal way ? 


It is a proposition to assure you the exclu- 
sive agency of a company backed by ample 
loss-paying ability, writing many _ lines, 
large and small, and placing at your dis- 
posal the knowledge and ability of trained 
underwriters and expert engineers. These 
men will assist you in building up a profit- 
able business. 


Whatever your fire insurance problem may 
be bring it to the 


Federal 


Insurance Company 
of New Jersey 


The Hartford General Agency Co., Inc. 


General Managers 


690 Asylum Avenue, Hartford, Connecticut 
Phone: Charter 1690 


If you are unable to call—write, telegraph, or tele- 


phone. We are waiting to hear from you at Hartford. 




















casualty company is represented in an 
agency to give one company the right 
to scrutinize the business of its com- 
petitors. ; 

Another condition in this particular 
clause has to do with the requirement 
“that the agent will promptly pay over 
all moneys belonging to the insurance 
company.” With some very wel!-todo 
agonts this may not be a hardship, but 
in many cases where accounts are Car- 
ried for many classes of business it 
becomes ‘extremely difficult to state 
what money actually belongs to one 
company and what money to another. 

Controversies 

Another clause, which is interesting 
provides that in the event of any ques- 
tion or controversy arising out of the 
business, between the representative 
and the company, the question or con- 
troversy shall be referred to the Head 
Office of the insurance company, whose 
decision shall be final. Evidently this 
cause never had the scrutiny of a very 
able legal mind. 

Another clause in some contracts 
which might create trouble provides 
“that the agent shall forward to the 
company at any time upon its request 
full detailed statement of all business 
done by or through the agent and at 
the same time forward by bank draft 
all moneys co'lected by the agent, after 
deducting commissions.” Under this 
clause in cases of dispute between the 
agent and his company the company 
can come in on the first day of July 
and demand a complete statement im- 
mediately of business done and de- 
mand from the agent every penny of 
premiums collected up to that moment. 
In some offices this would entirely dis- 
rupt the working force for weeks. : 

This summarizes some of the points 
in some agency contracts which the 
intelligent agent should read over and 
careful'y consider. It might be well 
to revise certain contracts with the 
thought that the very pleasant relation 
ships of today might, like the auto- 
mobile tire, suddenly develop a defect 
and the blow-out would leave some 
ore stranded. The spare tire idea can 
also be carried to this conclusion. 

It is an old, but none the less most 
sensib’e adage “do not carry all of 
your eggs in one basket.” 

I have failed to find any contract 
between a casualty company and its 
agent which specifically provides that 
the business procured by and through 
the agency belongs to the agent. In 
the casualty business particularly, this 
is a most vital point and is well worthy 
of complete understanding between 
agent and principal. 





E. C. RYAN PRESIDENT 


Elected By Suburban New York Field 
Club; Annual Outing at Sheeps- 
head Bay 





The Suburban New York Field Club 
held its annual meeting June 5 at Ville- 
pigue’s Inn, Sheepshead Bay. Thirty- 
six members attended. The following 
officers were elected for the coming 
year: President, E. C. Ryan, National 
Liberty; vice-president, L. H. F. Peck, 
Providence, Wash.; secretary, F. N. 
Smith, American of Newark; treasurer, 
W. A. Page, Phoenix of London. 

After dinner at Villepigue’s the crowd 
adjourned to Manhattan Beach Park for 
a ball game between the American and 
foreign companies, 





COMMITTEES NAMED 

President Morton, of the National 
Board of Fire Underwriters, has ap- 
pointed. permanent committees and 
chairmen as follows: Actuarial Bureau, 
F. W. Koeckert; adjustments, Otho E. 
Lane; clauses and forms, J. F. Van 
Riper; construction of buildings, A. G. 
Martin; finance, E. W. West; fire pre- 
vention and engineering standards, Otto 
EK. Schaefer; incendiarism and arson, 
Waite Bliven; laws, C. F. Shallcross; 
membership, James Marshall; public 
relations, George M. Lovejoy; statistics 
and origin of fires, J. H. Packard; 
uniform accounting, George G. Bulkley; 
maps, C. A, Ludlum. 
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Greer on Errors In ° 
Insurance Policies 


EFFECTS ON ADJUSTMENTS 


Assureds Liable Not to Read Condi- 
tions Carefully, Says Speaker at 
State Association Meeting 
William J. Greer, of the General 
Adjustment Bureau, addressed the local 
ugents in convention last week at 
Syracuse on “Common Mistakes and 
Errors in Insurance Policies and Their 
Effects Upon Adjustments.’ His talk 

follows: 

While complications resulting from 
mistakes and errors in the policy have 
proven to be many and varied, no two 
cases in fact being precisely alike, it 
has been my observation that, aside 
from occasional instances of ambigu- 
ity, insufficient description and errors 
in location, practically a1 inaccuracy in 
fire insurance policies may be classed 
under two general heads, to which may 
be attributed at least ninety per cent 
of all the troubles arising from lack 
of conformity to policy conditions. 

The first of these relates to ques- 
tions of INTEREST, TITLE OR POS- 
SESSION, i. e., inaccuracy as to the 
insured, or the persons or interests to 
be protected by the contract, and the 
second is NON-CONCURRENCY as be- 
tween two or more poicies covering 
upon the same risk. 

Many of the complications of the first 
class arise from the insured’s lack of 
understanding of the true meaning of 
insurance and the conditions surround- 
ing the contract. To some the policy 
means nothing more than a piece of 
paper for which you pay seven dollars 
and fifty cents, with the chance later 
on of cashing it in for a thousand. The 
great majority, including many men of 
affairs, fail apparently to appreciate 
that the basis of all insurance is in- 
demnity; that one of the essentials of 
every contract of insurance is insurab’e 
interest, i. e., that the person for whose 
benefit the insurance exists must stand 
in such relation to the property as to 
be pecuniarily interested in its pres- 
ervation and directly injured by its 
damage or destruction; that it is a 
personal contract, insuring the person 
and not the property, and last, bu& not 
least, that the arrangement involves re- 
ciprocal duties and obligations, which 
are part of the consideration of the 
contract. 

What Assured Usually Fails to Know 

The most common form of inaccuracy 
as to the insured occurs in respect to 
real estate and buidings. One of the 
few things which I think the average 
property owner does know about a fire 
insurance policy is that if there be 
an outright sale, i. e., the passing of 
a deed, the policy should be transferred, 
but does he know of the conditions em- 
braced within lines twenty to thirty- 
one of the New York Standard Form of 
Policy? 

“This entire policy shall be void, un- 


less otherwise provided by agreement 
in writing added hereto, (a) if the in- 
terest of the insured be other than 
unconditional and sole ownership; or 
(b) if the subject of insurance be a 
bui ding on ground not owned by the 
insured in fee simple; or (c) if, with 
the knowledge of the insured, fore- 
closure proceedings be commenced or 
notice given of sale of any property 
insured hereunder by reason of any 
mortgage or trust deed; or (d) if any 
change, other than by the death of an 
insured take place in the interest, title 
or possession of the subject of insur- 
ance (except change of occupants with- 
out increase of hazard).” 

When you come to think of it, one 
of the peculiar things about the aver- 
age business man is his attitude in 
this matter of insurance. If he buys 
goods or a piece of real estate, he 
examines it minutely, checks up the 
bill and reads every line and word 
in the contract, and yet his fire insur 
ance policy, which is to protect the 
investment, gets nothing more than a 
casual) glance, and hence it comes about 
that such inaccuracies in the policy 
as do come to light are generally dis- 
covered after the fire, rather than be- 
fore, and this notwithstanding all the 
“Read Your Policy” propaganda car- 
ried on by companies, agents and 
agents’ associations over a period of 
years. 

As all insurance men know, policies 
covering buildings should invariably be 
written to the record owner, with ap- 
propriate endorsement in writing on 
the po'icy to provide for any of the 
conditions described under lines twenty 
to thirty-one, yet we have many cases 
involving a breach of one or more of 
these conditions with no notation or 
endorsement whatever on the policy, 
which has thereby become void on its 
face. 

Executory Contracts of Sale 

The most frequent complication in 
respect to title is that arising in con- 
nection with executory contracts of 
sale. While the decisions in various 
states are by no means in accord as 
to the effect of contracts of sale, under 
various conditions and circumstances, 
there is general concurrence in the 
proposition that when the vendee is 
in possession the transaction represents 
a change in “interest, title or posses- 
sion,” which must be noted on the 
policy. Indeed, our New York Courts 
have gone much further and have held 
that a vendee in possession under ex- 
ecutory contract of sa’e is the sole and 
unconditional owner. Notwithstanding 
all this, cases are of frequent occur- 
rence where, with the vendee in pos- 
session, those in interest have appar- 
ently not considered it necessary to 
notify the company, assuming prob- 
ably that no change in the title has 
actually taken place, forgetting, if they 
ever knew, that the provision in the 
policy is “if any change * * * take place 
in the interest, title or possession.” 

As wil' have been observed, we have 
been putting the emphasis upon those 
cases where the vendee is in posses- 


sion. The exact status of a vendee not 
in possession is not so clearly defined. 
There are decisions both ways, some 
holding that the mere execution of a 
contract of sale, with no change in 
possession, does not avoid the vendor’s 
policy. Much, of course, depends upon 
the precise terms of the contract, which 
in some cases may amount to nothing 
more than a mere option to purchase, 
which, of course, is no change in inter- 
est, title or possession. However, the 
thought which I would leave with you 
is that the only safe course in such 
circumstances is to endorse the policy 
and take the benefit of the doubt, rather 
than to attempt to construe the mean- 
ing and effect of contracts concerning 
which even the courts are not in agree- 
ment. 
Two Policies on Same Property 

Then we have cases where both the 
vendor and the vendee hold separate 
poicies on the same property, and 
there is no legal impropriety in many 
of such cases, provided the policies be 
properly written, as the vendee in pos- 
session is everywhere regarded as hold- 
ing an insurable interest, which, of 
course, he may insure in his own name, 
provided the nature of his interest be 
stated in the policy, and I also believe 
that the vendor, though he may have 
parted with possession, still retains an 
insurable interest in proportion to the 
unpaid balance on the contract, and 
may a'so insure, provided again that 
the nature of his interest be stated in 
the policy. The trouble comes when 
either or both undertake to insure sep- 
arately without stating the nature of 
their respective interests, and there 
are a surprising number of just such 
cases. 

As we have said, there is probably 
no legal impediment to each party pro- 
tecting their respective interest by 
separate insurance, should they so de- 
sire, and provided the policy be prop- 
erly written, but we would not com- 
mend this method because of the prob- 
ability of a “tie-up” in the event of a 
loss and the failure of the parties to 
agree as to the extent of their respec- 
tive interests, and for the further rea- 
son that it leads very often to over- 
insurance and a_ possibility (remote, 
though real) of double payment. 

One of the great needs of the busi- 
ness is for a more definite and uniform 
method of handling this particular mat- 
ter. I would say that such cases could 
be covered in the following way, which 
I believe would fully protect the inter- 
ests of a'l concerned, viz.: 

1. If vendor retains possession, write 
the policy to him with clause in form 
noting contract of sale to ........ and, 
if desired, Loss Payable Clause to the 
latter as interest may appear. 

2. If vendee in possession, write poli- 
cy to him with clause in form noting 
that his interest is that of purchaser 
under contract of sale from ........ : 
with Loss Payable Clause in favor of 
the Jatter, as interest may appear. 
Insurance on Tenants’ Improvements 

And here I beg your indulgence for 
a word regarding insurance upon im- 


provements to building written in the 
name of the tenant. I realize, of course, 
that if a tenant insists that he must 
have “improvements to building” in his 
form. he is not likely to be happy until 
he gets it, and if one agent won't give 
it to him another will. He (the tenant), 
probably does not understand that in 











Aschool that costs 
$300 a Minute 


The great problem today—of mer- 
chant, of manufacturer, of pub- 
lisher—is the problem of markets. 
Where is the market for my goods? 
Who will buy? What shall I say to 
them? How? AmI doing the best 
that can be done? Those who know 
—not guess, but know—the answers 
to such questions are fit to meet 
the selling problems of today. All 
others must either fail or struggle 
along with only a portion of the 
success they might easily enjoy. 

here will be a great Forum—a 
great School of Experience—in 
session when business men gather 
for the 


Eighteenth Annual Convention 
Associated Advertising Clubs 
of the World 


Milwaukee, June 11 to 15, 1922 


To attend this school, men will travel 
half way around the world, and thousands 
will come from every quarter of the United 
States and Canada; and the cost of the con- 
vention, in traveling expenses and other 
outgo of the delegates, will be at least $300 
a minute for every hour the convention is 
in session. And it will be worth it. 

A great exhibit of foreign and domestic 
advertising in addition to the general ses- 
sions and the departmental meetings of 
the convention, willafford arich harvest of 
practical ideas and helpful plans for those 
who want to improve their advertising and 
selling methods to meet the demand of the 
times. 

Again this year, business men and women 
can attend these sessions without holding 
membership in the Association. 

The central location of Milwaukee, its 
wonderful transportation facilities and the 
fact that June is Wisconsin’s ideal month 
insure a very large attendance. 

For full information as to special rail- 
road rates, hotel reservations, etc., please 
address 


Associated Advertising Clubs 
110 West 40th St., New York, N. Y. 
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FRED. S. JAMES 


1819 
GENERAL FIRE ASSURANCE 
COMPANY 


of Paris, France 


1838 
URBAINE FIRE INSURANCE 
COMPANY 


of Paris, France 


1807 


EAGLE, STAR & BRITISH DO- 
MINIONS INS. CO., Ltd. 


of London, England 





GEO. W. BLOSSOM 


FRED. S. JAMES & CO). eit: vnited states sanazer 


UNITED STATES MANAGERS 


123 WILLIAM STREET 
NEW YORK 





UNDERWRITING SERVICE THROUGHOUT THE UNITED STATES 


WM. A. BLODGETT 


CARROLL L. DE WITT 
0. F. WALLIN 





WESTERN DEPARTMENT 
175 West Jackson Blvd. 
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362 Pine Street 
San Francisco 
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Copyright Central News Photo Service. 


Here’s just a simple, human-interest story— 


but you may make good use of it as an 


effective argument for TRANSIT INSURANCE 


“ T was just an ordinary railroad wreck on 
the New York Central Railway, but it 
meant chicken dinners for many residents in 
Peekskill, N. Y., and it will also mean eggs with 
ham for their breakfasts for some time. There 
were two cars of live chickens in one of the 
freight trains that crashed together. Perhaps 
2,000 chickens were killed and twice as many 
more were released and ran hither and yon. 


There was also a car of smoked hams. The 
chicken chasers were told to stay away from the 
scattered hams, but this order was ineffective 
when a chicken fled in that direction. The Peeks- 
killites had bags in which to imprison the es- 
caped chickens. Who could tell if a ham was 
occasionally picked up in mistake for a fowl and 
dropped into the bag?” 


By courtesy of the New York Sun. 


The CONTINENTAL 
INSURANCE COMPANY 
Eighty Maiden Lane, New York, N. Y. 


HENRY EVANS 
Chairman of the Board 


NORMAN T. ROBERTSON 


President 


“AMERICA Fore” 


Cash Capital, Ten Million Dollars 


CHICAGO 


MONTREAL 


SAN FRANCISCO 


JONES & WHITLOCK, Inland Marine Managers, 101 William Street, N. Y. 
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the absence of a _ special agreement 
with the owner of the building, per- 
manent improvements made by a ten- 
ant to and upon a rented building im- 
mediate y become the property of the 
owner of the realty, who may collect 
any loss thereon from his own insur- 
ance, irrespective of any insurance car- 
ried by the tenant. The lease may 
provide, or the tenant may have so 
obligated himself therein, as to give 
him an insurable interest in permanent 
improvements, but if, as happens so 
many times, the lease is silent as to 
such matters, the tenant has no en- 
forcible claim. 

The mere fact that such items may 
have been instal'ed by him at his own 
expense is not sufficient. As a matter 
of fact, in these days a large propor- 
tion of the losses on factory and busi- 
ness buildings, of tenant occupancy, 
involve this question of tenants’ inter- 
est in improvements, and cases of 
double insurance are of almost daily 
eccurrence. | think it no exaggeration 
to say that only in occasional instances 
do we find any provision in the lease 
giving the tenant any interest in per- 
manent improvements, hence it follows 
in many cases that the words “improve- 
ments to bui'ding” in the tenants’ form 
have no application to the risk. With 
both the landlord and tenant claiming 
the same items, the adjuster is fre- 
quently confronted with a situation 
which is bound to leave someone dis- 
satisfied. 

How Mistakes Occur 

A feature which stands out in con- 
nection with all mistakes and inaccu- 
racy of the kind we have been discuss- 
ing up to this point, is that they are 
caused either bv the failure of the in- 
sured to understand and perform h‘s 
part of the contract or are the result 
of oversight or carelessness on the 
part of someone, but that cannot be 
said of that other form of error which 
we have grouped under our heading 
number two. Non-concurrency is gen- 
erally the resu't of deliberate intention 
to do a certain thing in a certain way. 

It exists when two or more policies 
cover upon the same risk under forms 
of varying scope either as to the prop- 
erty covered or its location. It is by 
far the most prevalent as well as the 
most difficult of all the problems af- 
fecting the adjustment of losses. Much 
of it is due no doubt to an entire lack 
of co-operation as between various 
agents on the same risk, each adopting 
such a form as he fee's will best pro- 
tect the insured, resulting at times in 
as many different forms as there are 
agents upon the risk. It is not at all 
a question as to which may be the bet- 
ter form for any particular risk, or as 
to whether a specific or blanket form 
may be the most advantageous. 

Either, standing alone. may be all 
that could be desired and fully protect 
the insured, but the use of both on the 
same risk at the same time leads only 
to confusion and most distressing and 
annoying compications. Many inter- 
esting examples of non-concurrency 
could be submitted,. but are scarcely 
appropriate to this occasion, as I be- 
lieve you are fully aware of the com- 
plexity of such problems, and, as I 
take it, more interested in suggestions 
as to how these difficulties may be 
minimized or overcome. Fortunately 
the answer is easy. It is right on the 
policy of most of the companies. 

In some respects that is the most 
important thing on the inside or out- 
side of the policy. Bring about a gen- 
eral observance of that warning and 
you wi'l not only minimize but elimi- 
nate non-concurrency, the most difficult 
and perplexing problem in adjustments 
today. 

Now there are a few other matters 
which are not called mistakes, but 
which come up in adjustments and 
sometimes make trouble. One is in re- 
gard to printed forms. A‘ printed form 
should not be used unless it is at least 
fairly well adapted to the risk you want 
to cover. I will refer only to one in 
Stance—the use of a printed, household 
furniture form when you intend to in- 
sure hotel furniture and equipment. 


There is always a distinction which ia 
the more marked when the insured re- 


sides on the same premises, the ques- 
lion then arising as to whether the 
poucy covering under household furni- 
Lure 1.Orm 1s Lot specific Insurance up- 
ou the insureds personal enuects. it 
is a@ very trequent complication and 
tue Cause of a good deal of uncertainty 
and delay in tue adjustment of losses 
on hove: contents. 

auu there 1s another litte matter 
of which you may nave heard, toough 
it Way Dever have come unuer Youur 
uirect Observation. If there are biank 
spaces in the torm tor the amount of 
insurance on eacn item, fill them in, 
and if there are items upon which the 
policy is not to cover, write in tne 
word “nothing,” or other equivalent, 
jlo indicate tnat the poticy does not 
cover on that item. ‘Inus you will re- 
move uncer.iainty, though you may be 
depriving some good lawyer of a job. 

snuough it is the practice of the com- 
panies generally to deal with these 
malters in a spirit of the broadest 
lairness, and many .osses are paid tor 
wh.ch no liability exists, complications 
arising trom m.s.akes and errors in 
the policy have been, and will continue 
to be the cause of embarrassment and 
dissatistaction, not only to the com- 
panies and agents directly involved, but 
lo the business as a whole, and it is 
the duty, and the privilege, of all or- 
ganizations a lied to our great business, 
to labor for the elimination, so far as 
may be possible, of all such sources 
of discord and misunderstanding, 


F. L. STABLER WITH SVEA 





Made Assistant U. S. Manager of That 
Company and Christiania General; 
Vice-President of Hudson 





Frank L. Stabler has been appointed 
assistant United States manager of the 
Svea and the Christiania General and 
vice president of the Hudson to succeed 
KF, W. Kentner who resigned recently 
to enter the local agency field. Man- 
ager J. M. Wennstrom made this an- 
nouncement early this week, one which 
is received with satisfaction and pleas- 
ure among fire insurance men. Mr. 
Stabler resigned a short while ago as 
general agent of the Inter-State Fire 
of Detroit. 

Launching his insurance career with 
the North British & Mercantile in the 
Omaha office Mr. Stabler went to the 
Chicago headquarters of the Western 
Department as examiner. He entered 
he came to the New York office of the 
field work as state agent and adjuster 
for Minnesota and North and South 
Dakota, and from there was_ trans- 
ferred to the Indiana territory. In 1913 
North British where his excellent work 
in the field was rewarded by an ap- 
pointment as assistant general agent 





‘““STRONG AS THE STRONGEST”’ 


The Northern Assurance Co, 


(LTD., OF LONDON) 
Organized 18% 

Entered United States 1854 
Losses Paid - - - $130,000,000 
Losses Paid in U. S. $50,000,000 

Eastern and Southern Departments 

55 JOHN STREET 
NEW YORK CITY 








NEW YORK STATE DEPARTMENT 











SUPERIOR 
CAPITAL 








ESTABLISHED 1906 


ALLEMANNIA 
UNITED AMERICAN 


FIRE INSURANCE COMPANIES 


ASSETS OVER $9,000,000 
LARGE REINSURANCE FACILITIES 


P. B. DUTTON, Manager, ROCHESTER 





GEORGIA HOME 

















110 William Street 





SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE & AUTOMOBILE INSURANCE & SURETY BONDS 
Excellent Facilities for Handling Suburban Business 


New York, N. Y. 


Phone Beekman 7938 











of the central department. Three years 
later he became general agent for the 
same department. Last year he was 
sent to Detroit to represent the North 
British in developing the Inter-State 
Fire. Mr. Stabler is an underwriter 
of excellent merit whose years in office 
and field have well acquainted him with 
the knowledge demanded of an execu- 
tive. 





PHILADELPHIA CHANGES 

The following transfers of Philadel- 
phia agencies were made by the men- 
tioned companies during the past week: 

Fireman’s Fund—From W. W. Lee & 
Son and Platt, Yungman & Co. to Arnold 
& Wannemacher and W. J. Snyder 
Agency. Omaha Liberty Fire—From 
Herkness, Peyton & Co. and Wagner- 
Taylor-Edson Company to William 
Bishop, Inc., and Wm. B. Marker. York- 
shire—From J. Howard Brown & Co. to 
W. W. Lee & Son. 


THE HANOVER 


FIRE INSURANCE COMPANY 


Centinuously in business since 1852. 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
pe, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBA Vice-President 
CHARLES W. "HIGLEY _Wice- President 


E. S. JARVIS, 
WILLIAM (oRRISON, gd Sec’y 


HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 


9% WILLIAM STREET, NEW YORK 
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UNITED STATES BRANCH: 
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PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 
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Lines Bound Anywhere 
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LOGUE BROS. & CO., Inc. 


Established 1886—HARRY C. FRY, Jr., President 
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Question Insurance 
Of Schools i in Mutuals 


ASK HEARING OF 


Attorney General Newton First Says 
No; Then Thinks Further Con- 
sideration Necessary 


STODDARD 


The New York Association of Insur- 
ance Agents is somewhat mystified by 
apparently conflicting opinions of Attor- 
ney General Newton, of New York State, 
relative to the right of municipalities 
to insure municipal property in mutuals 
and similar carriers; and so has asked 
Superintendent of Insurance Stoddard 
for a hearing on the subject. 

The issue was raised by Max B. 
Webb, of J. W. Webb & Son, Massena, 
N. Y., who addressed a letter to the 
Attorney General reading as follows: 

“Have town, village or school boards 
or trustees the right to insure pub ic 
or school property in a mutual insur- 
ance company?” 

Attorney General Newton answered: 
“T beg to advise that municipalities 
may not insure in cooperative insur- 
ance companies, or in any company in 
which’ they might be subjected to any 
assessment that would take or destroy 
municipal property. This is so from 
the very nature of the case. There are 
some mutual insurance companies that 
have no assessment plan.” 

A few days later Raymond V. Allen, 
law assistant, State Department of 
Education, wrote to D. H. Naylor, su- 
perintendent of schools, Massena, N. 
Y., as folows: “Under the provisions 
of subdivision 8, of section 310 of the 
education law, a board of education of 
a union free school district is author- 
ized to insure school property in some 
company created by or under the laws 
of this state or in some insurance com- 
pany authorized to transact business 
in this state. If the mutual insurance 
company to which you refer was created 
by or under the laws of this state or 
is authorized by law to transact busi- 
ness in this state your board of educa- 
tion would have the right to take out 
insurance in it.” 

Wrote Another Letter 
J. W. Webb & Son then wrote an- 








TO PUBLISH YEAR BOOK 
Long List of Advertisers for New York 
Agents’ Resort of Annual 
meeting 

The New York State Association of 
Insurance Agents will print a com- 
plete report of its convention. 

The following companies have con- 
tracted for advertising in the 1922 year 
book of the association: 

Insurance Company of North Amer- 
ica, Indemnity Insurance Company of 
North America, North British & Mer- 
cantiie, Commonwealth, Mercantile, 
Pennsylvania, Westchester, New Hamp- 
shire, Queen, American, Royal, Boston, 
National Liberty, Home, Franklin, Liv- 
erpool & London & Globe, Globe In- 
demnity, Newark Fire, Metropolitan 
Casualty, Great American, American 
Alliance, Massachusetts F. & M., Gran- 
ite State, Atlas, United States Casualty, 
Security, Preferred Accident, Phoenix 
Assurance, Yorkshire, London & Pro- 
vincial, Commercial! Union, Sun, Patri- 
otic, Massachusetts B. & I., United 
States, North’ River, Northern, Spring- 
field; also, 

Royal Indemnity, Ocean, Glens Falls, 
Fireman’s Fund, Home F. & M., Nor- 
wich Union, London Assurance, Excel- 
sior, Fire Association, Reliance, Vic- 
tory, American Eagle, Continental. Fi- 
delity-Phenix, Commerce, Aetna Life, 
Concordia, New York Underwriters 
Agency, Fidelitv & Casualty, Trave'ers. 

The price is $25 a page; $15 one half 
page, 

The association has close to 700 
members. 


other letter to the Attorney General 
in which they said: “We were re- 
cently in receipt of a letter from you 
in which you rendered the opinion that 
municipalities did not have the right 
to insure pubic property in mutual 
insurance companies. We were of the 
opinion that school districts were in- 
cluded in the term municipalities, but 
subsequently a letter from the State 
Department of Education has been 
brought to our attention, and a copy 
of this letter is enclosed herewith. We 
should very much appreciate your com- 
men’s on this letter, and, also your 
opinion as to whether school districts 
have or have not the right to insure 
in mutual companies.” 


The Attorney General’s response to 
this is this letter: 

“Rep ying to your inquiry: the ques- 
tion of the power of public officers to 
insure municipal property in co-opera- 
tive fire companies or in other com- 
panies where the municipality might 
be subjected to an assessment has re- 
ceived the cons‘deration of this depart- 
ment prior to your inquiry. 

“It is apparent that the statutes of 
the state cited in this connection as 
authorizing such insurance might be 
open to question upon constitutional 
grounds or they might be strictly ap- 
plied because their very terms limit 
the authorization of such _ policies 
severely. 

“At all events the Attorney General 
has not yet been requested by any 
public officer he is bound to advise 
for a considered opinion upon the sub- 
ject and until the superintendent of 
insurance or some other officer author- 
ized requests an opinion I think it 
wou'd be unwise to formulate the offi- 
cial view of this department. Were 
such a request ‘made, all parties inter- 
ested could be given an opportunity to 
be represented at a hearing and a far 
more satisfactory disvosition of the 
matter could be made.” 





NO SPECIAL GROUPING 





New York Aaents Say That Class 
Favoritism in Rates and Forms 
Must Stop 
The New York State Association of 
Insurance Agents is on the warpath 
against those insurance companies, mu- 
tuals, reciprocals, whatnot, which pick 
out a cass in the community to give 
preferential treatment in rates and 

forms. 

Louis Morgan, Warren E. Gilder- 
sleeve, Frank L. Gardner and other 
ups‘ate agents told the New York As- 
soviation’s meeting in Syracuse last 
week that such practices have to stop. 

Mr. Gardner, who is president of the 
association, explained how such pre- 
ferred treatment was given to some 
assured in automobile insurance. He 
did not see why any group of risks 
shonld be picked out for lower rates 
and broader forms than the rest of the 
policyholders got. It is a violation of 
tre anti discrimination law. 

Mr. Morgan had considerable to say 
about the Merchants Mutua’ of Buffalo 
which sent out circulars making glow- 
ing promises and plaving favorites, 
and how the State Insurance Denart- 
ment put on the brakes and made it 
withdraw its promises unless the same 
edvantages were offered to all. 
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BRITISH AMERICA 


ASSURANCE CO. 
Incorporated 1833 
Toronto, Canada 


FIRE, EXPLOSION—RIOTS, CIVIL 
COMMOTIONS AND STRIKES 


Statement January 1, 1922 


BROKERS- 


Representative 


A combination of real 8-E-R-V-I-C-E 
Boston - Royal - Orient - Hartford - Coat.- 
Fire Assoc.-Phoez. of H.-No. Bri. & M.- 
Prov. Wash. - Northern - Agrie.-G. F 
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Surplus in United States........ $655,879.21 ON J. AY 

Total Losses Paid in United 70 Main Street 
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Stoddard Issues Rate 
Law Interpretation 


RATES MUST BE REASONABLE 





How Complaints Are Handled; Func- 
tions of Rating Organizations; 
Dissatisfied May Go to Court 


Superintendent of Insurance Stoddard 
of this state has issued his interpreta- 
tions of the new rating laws, his con- 
clusions having been reached after 
many conferences with the New York 
State Association of Insurance Agents, 
rating officials, company executives, 
lawyers and others. It will be recalled 
that the new laws make the superin- 
tendent the arbiter in making rates 


reasonable. The findings, determina- 
tions and orders of the Superintendent 
are subject to review on the merits by 
the courts. The interpretation, as fur- 
nished ‘by the superintendent, follows, 
with the exception of a brief statement 
of introduction: 


Definition of the Term “Rate” 

The term “rate” as used in section 141, 14l-a 
and 141-b includes all of the elements and fac- 
tors forming the basis for computing the con- 
sideration for insurance The policy form, the 
privileges, the restrictions and the endorse- 
ments which are used in determining the rate 
are elements and factors of such rate and are 
embraced or included in the term “rate.’ 

Requirements of Section 141 
Rating Organizations : 

All rating organizations, suggesting, approv- 
ing or making rates for insurances coming with- 
in the provisions of section 141 are subject to 
visitation, supervision and examination of the 
Superintendent of Insurance, such examination 
to be made as often as he deems it expedient 
and at least once in three years. 

Each such rating organization shall file with 
the Superintendent of Insurance a copy of its 
articles of agreement, by-laws and all amend- 
ments ‘thereto, its business address, a list of 
the members or insurance corporations repre- 
sented and such other information concerning 
such rating organization and its operations as 
may be required by the superintendent. 

Each such rating organization shall file with 
the Superintendent of Insurance whenever he 
may call therefore any and every rate manual, 
schedule of rates, rating plan and other infor- 
mation concerning its rates. 

No such rating organization shall fix any rate 
on any risk on the condition that the whole 
amount of insurance on any such risk or any 
specified part thereof shall be placed at such 
rates. or with the members of or subscribers to 
such rating organization. 

No such rating oreanization shall fix or make 
any rate or schedule of rates or charge a rate 
which discriminates unfairly between risks 
within this state of essentially the same haz- 
ards; if such rate is a fire insurance rate, 
there shall be no unfair discrimination between 
risks in the application of like charges or cred- 
its, nor shall there be any unfair discrimination 
hetween risks of essentially the same hazards 
and having substantially the same degree of 
protection against fire. 

Such rating organization shall not charge any 
licensing fee to brokers nor shall such rating 
orevanizations refuse to do business with or pro- 
hibit or prevent the payment of commissions to 
a licensed broker except for the reason that 
such broker will not agree to adhere to the 
reasonable rules of such rating organization. 

Every such rating organization shall keep a 
careful record of its proceedings and shall fur- 
nish upon demand to any person upon whose 
proverty or risk a rate has been made, or to his 
authorized agent, full information as to such 
rate and a copy of the schedule, if rated by 
schedule; such raving organization shall also 
provide means. subject to approval by the Su- 
perintendent of Tnsurance, whereby any person 
affected by such rate or rates may be heard 
either in person or by agent, before the govern- 
ine or ratine committee or other proper execu- 
tive of such rating organization on an applica- 
tion for a change in such rate or rates. 

No such rating organization shall fix or pro- 
muleate a rate which is not in accord with its 
estoblished rules. classifications and schedules. 

Whenever it is made to appear to the satis- 
faction of the Superintendent of Insurance that 
an unfair discrimination exists, he may, after 
a hearing. order such unfair discrimination re- 
moved and such unfait discrimination cannot 
he removed by increasing any rates unless it is 
made to appear to the satisfaction of the Super- 
intendent of Tnsurance that such increase is 
justfiable. The findings of the Superintendent 
of Insurance are subject to review on the merits 
in the Supreme and Apnellate courts. 

Companies, Agents, Officers and Employees 

Any person, association or corporation author- 
ized to transact the kinds of insurance coming 
within the provisions of section 141 shall file 
with the Superintendent of Insurance on de- 
mand anv and every rate manual, schedule of 
rates. rating plan and other information con- 
cerning its rates the same as a rating organiza- 
tion, whether such person, association or cor- 
poration is a member of or a subscriber to a 


rating organization or not. Likewise, the pro- 
hibition against unfair discriminations applies 
to such persons, associations 


or corporations, 
whether they are members of rating organiza- 
tions or not. 


No insurance corporation or association or any 
of its agents shall charge a rate on a risk or 
receive a premium which deviates from the 
rate and rules applicable to such risk as fixed 
or filed by such ccrporation or association or as 
fixed or filed in its behalf by a rating organiza- 
tion of which it is a member or subscriber. 
Agents may act as such for any number of 
companies, even though all such companies do 
not write the same kinds or classes of insur- 
ance under the same rules or at the same rates. 
On issuing a policy, the agent is required, how- 
ever, to observe the rules and rates of the com- 
pany in whose name such policy is issued. 

Officers and employees of an insurance com- 
pany must observe the rates and rules of the 
company as adopted or filed with the Insurance 
Department, either independently or in its be- 
half by a rating organization of which it is a 
member or subscriber. 

Brokers 


In placing business with a company, the 
broker is required to comply with the filed rules 
and rates of the company with which such 
business is placed. If such company is a mem- 
ber or subscriber of a rating organization rating 
the risk insured, the rules and rates of such 
rating organization must be observed. If such 
company is not a member or subscriber of a 
rating organization, the rules and rates of such 
company must be observed. 

Requirements of Section 141a—Regulation of 
Rates for Fire Risks 
Rating Organizations 

Every organization suggesting, approving or 
making rates for fire insurance upon risks 
within this state shall admit to membership 
or furnish its service without discrimination to 
any company authorized to transact the busi- 
ness of fire insurance within this state. The 
expense of maintaining such rating organiza- 
tions shall be paid by the members and sub- 
scribers in accordance with the reasonable rules 
of the organization. 

The schedules, rules and methods employed 
in computing rates must be reasonable. Risks, 
after inspection, must be rated by schedules 
filed with the Superintendent of Insurance, ex- 
cept that minimum class rates may be applied 
either before or after inspection, if such are 
found to properly apply. Flat or non-schedule 
tates may be applied where such rates are 
justified by the class of risks or the local con- 
ditions. 

It is the duty of the Superintendent of In- 
surance after notice and hearing, to order an 
adjustment of rates on any class of risks when- 
ever the profit derived from such rates is ex- 
cessive, inadequate, unjust or unreasonable. 
These provisions have been construed to mean 
that where an adjustment of any rate is asked 
on the ground that it is excessive, inadequate, 
unjust or unreasonable, if the rate is one of a 
class, the determination of that question by the 
Superintendent of Insurance will necessarily 
depend upon whether or not the rate on that 
class of risk is excessive, inadequate, unjust or 
unreasonable. In other words, in any complaint 
regarding a rate upon a risk which belongs to a 
given class, the reasonableness of such rate 
must necessarily be determined by the rate for 
that class. If it so happens that the complaint 
is made regarding a me 3 not within any given 
class, the Superintendent of Insurance would, 
of course, have to determine the question of 
the reasonableness of the rate applied upon 
whatever information he can gather upon the 
subject. In determining the reasonableness of 
rates, the Superintendent of Insurance must 
take into consideration the experience on the 
class, for a reasonable period of time; (not less 
than five years); the Superintendent of Insur- 
ance must also give consideration to the con- 
flagration hazard both within and without the 
state. 

The findings. determinations and orders of 
the Superintendent of Insurance are subject to 
review on the merits by the courts. 

Fire Insurance Companies 

No ——- shall be a member of, or adopt 
as a standard, the rates of more than one rating 
organization, for the purpose of rating the same 
class of risks for the same hazards. Every 
member of a rating organization or subscriber 
to its rates must comply with the rates of the 
organization and the rules affecting such rates, 
but such member or subscriber may elect for 
not less than one year to charge higher or lower 
rates than those fixed by such rating associa- 
tion subject to the approval of the Superinten- 
dent of Insurance upon thirty days notice filed 
with the Superintendent of Insurance and with 
such rating organization, and in such event the 
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SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 
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increase or reduction must be made by a uni- 
form percentage addition or a uniform per- 
centage reduction on rates upon all classes of 
risks within the state rated by such rating 
organization. 

A company is not required to become a mem- 
ber of or a subscriber to a rating organization, 
but no company may become a member of or 
subscriber to a rating organization for the pur- 
pose of complying with only part of the rates 
or rules of such rating organization. 

No company may be a member of or sub- 
scriber to a rating organization subject to the 
provisions of this law, nor financially aid such 
rating organization, if such rating organization 
ails to comply with this law. ‘ 

Every company transacting a fire insurance 
business in this state (excepting those exempt- 
ed) must annually on or before July 1 of each 
calendar year, file with the rating organization 
of which it is member or subscriber or with 
any other common agency approved by the 
Superintendent of Insurance, a classification 
schedule of premium writings and losses in- 
curred on risks in this state during the pre- 
ceding calendar year. If the company is not a 
member or subscriber of a rating organization, 
it is required to file its classification schedule 
of premiums and losses incurred on risks in 
the state with a common agency approved by 
the Superintendent of Insurance. The classifi- 
cation is also subject to approval of the Super- 
intendent of Insurance. In addition to the 
above reports, the Superintendent of Insurance 
may require the companies to file the classifica- 
tion schedules covering a number of years not 
exceeding five years. 

Requirements of Section 141-b—Regulation of 
Insurance Rates Other Than Fire 
Rating Organizations ; : 

Every organization suggesting, approving or 
making rates for insurance other than fire upon 
risks within this state must furnish its service 
without discrimination to any company author- 
ized to transact business within this state, 
applying therefor. The expense of maintaining 
such rating organization shall be paid by the 
members and subscribers in accordance with 
the reasonable rules of the organization. 

The schedules, rules and methods employed 
in computing rates must be reasonable. The 
rating organization must fix basis classification 
rates for all risks rated by such rating organiza- 
tions and any departure from such basis classi- 
fication rates must be in accordance with sched- 
ules and rules filed with the Superintendent of 
Insurance. ; 

It is the duty of the Superintendent of In- 
surance after notice and hearing to order an 
adjustment of rates on any class of risks when- 
ever it shall be found by him that such rates 
will produce an excessive. inadequate or un- 
reasonable profit. The findings, determinations 
and orders of the Superintendent of Insurance 
are subject to court review on the merits. 
Insurance Companies 

No company shall be a member of, or adopt 
as a standard the rates of more than one rating 
organization for the purpose of rating the same 
class of risks for the same hazards. | Every 
member and subscriber must comply with the 
rates and the rules affecting such rates of the 
rating organization in which it has membership 
or whose rates it adopts as its standard. 

A company is not required to become a mem- 
ber or subscriber of a rating organization, but 
no company may become a member or sub- 
scriber for the purpose of complying with only 
part of the rates or rules of such rating or- 
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ganization. No company may be a member or 
subscriber of a rating organization subject to 
the provisions of this law, nor financially aid 
such rating organization, if such rating organi- 
zation fails to comply with this law. 

Every company transacting an insurance busi- 
ness in this state (excepting those exempted) 
must annually on or before July 1 of each cal- 
endar year, file with the rating organization of 
which it is a member or subscriber, or with 
any other common agency approved by the 
Superintendent of Insurance, classification 
schedules of premium writings and losses in- 
curred on risks in this state. If the company 
is not a member or subscriber of a rating 
organization, it is required to file its classifica- 
tion schedules of premium writings and losses 
incurred with a common agency approved by the 
Superintendent of Insurance. The classification 
schedules are also subject to approval of the 
Superintendent of Insurance. 

Penalties 

Any broker, agent, corporation, association, 
board or bureau, or any member thereof, violat- 
ing Sections 141, 14l-a and 141-b, is guilty of a 
misdemeanor. A misdemeanor is punishable by 
imprisonment for not more than one year or by 
a fine of not more than Five Hundred Dollars, 
or by both. The sections also provide that any 
person, association, corporation or rating  or- 
ganization, wilfully violating any of the pro- 
visions of the sections shall, in addition to any 
other penalty fixed therefor by statute, forfeit 
to the people of the State of New York not less 
than Twenty-five Dollars nor more than One 
Thousand Dollars for each such offense. 





NATIONAL OFFICERS TALK 
President Case and Secretary Bennett 
Among Those Prominent in 
Syracuse Convention 

President James L. Case and Secre- 
tary Walter H. Bennett, of the National 
Association of Insurance Agents, were 
welcome guests at the Syracuse con- 
vention of insurance agents last week, 
Mr. Case speaking at the banquet and 
Mr. Bennett in the meeting. Both were 
optimistic about the association’s prog- 
ress and had the opinion that the busi- 
ness is offering more opportunities 
than ever to trained fire insurance pro- 
ducers. 

The question of whether an agent 
should inspect every line he writes was 
not taken up in Syracuse although it 
was in some other sections of the coun- 
try, brought about by the revocation 
in Michigan of the license of an agent 
who wrote a $1,300 policy on a $300 risk. 
The association had a page editorial 
article on the subject in the “American 
Agency Bulletin,” which some critics 
have taken to mean an endorsement 
by the association administration that 
it is physically impossible to inspect 
every risk. On this, opinion seems to 
be divided. There are good arguments 
both ways. 





DEPARTMENT HEAD DIES 

A. H. Gough, who has been in the 
service of the Home. of New York, for 
59 years, died at his Brooklyn home 
Sunday morning, June 4, at the age of 
79. He is survived by five children, 
three daughters and two sons. One of 
his sons is connected with the Eastern 
department of the Home. 

Mr. Gough became associated with 
the Home in 1863 and became a book- 
keeper in 1867. He was promoted to 
head of the department in 1888 and has 
remained in that position continuously 
until his death. He was presented with 
the fifty year gold service medal by 
President Snow, in 1913. 





NEW MANAGER AT DETROIT 
The National Union announces the 
appointment of L. T. McKay as manager 
of the Detroit branch office, succeeding 
Walter H. Wolf, who is being trans- 
ferred to the company’s western service 
office at Kansas City. 
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‘Amicus Curiae 


The Lloyd-Thomas Co. stands between the agent and his client in 
the position of “A Friend of the Court.” 


Endeavoring to promote greater understanding and fuller confi- 
dence we have for some time published a booklet called “What 
the Business Man Should Know About Fire Insurance.” Naturally, 
as an impartial outsider, we can tell your clients and prospects 
facts, which, if presented by an insurance company, would be 
regarded as propaganda. 


We have attempted to offer this friendly co-operation without inter- 
fering with the duties or privileges of agent, broker or underwriter. 
Insurance men all over the country have written that this book 
has helped them secure new lines, while business men have thanked 
us for the clear, concise, comprehensive information furnished. 


If you will send us the names of your clients and prospects we will 
gladly mail this booklet, with or without your name as you may 
desire, to those owning $50,000 and up. 


The lloyd Thomas Co. 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 


1128 Wilson Avenue, CHICAGO 75 Fulton Street, NEW YORK 


Cincinnati Cleveland Des Moines Detroit Indianapolis St. Louis Milwaukee Pittsburgh Memphis 
Toronto Oklahoma City Minneapolis Kansas City 









APPRAISERS \(F/ ENGINEERG 5 





The full confidence of the insurance fraternity is well worth every endeavor to deserve 


Buffalo 

















24 


THE EASTERN 


UNDERWRITER 





June 16, 1922 





Warns Agents Against 
Sharing Commissions 


TALKS TO 
Calls it Ethically Improper for Agents 
to Split With Brokers; May 
Mean Commission Cut 


SCUDDER SPECIALS 


B. C. Scudder of the New York Bind- 
ing Office and one of the men closest 
in touch with the brokerage and agency 
questions in New York City and New 
Jersey, told the New Jersey special 
agents at their regular monthly meet- 
ing Monday in Newark of some of the 
present day changes in insurance. The 
bulk of his address was the same as 
delivered several weeks ago before the 
Examining Underwriters Association 
but he interpolated several interesting 
remarks bearing on the amalgamation 
of brokerage offices and the payment 
of excess commissions by !ocal agents 
to brokers, 

The regulation of commissions Mr. 
Seucder helieves to he one ot the com 
ing problems facing insurance commis- 
sioners for solution. New Jersey, he 
declared, is one of ths worst offendin« 
states in the matter of permitting local 
agents to share their commissions with 
brokers as an inducement for business 
and he denlores the custom. In the 
end he said, the only logical inference 
to be deduced by state insurance de- 
partments is that the ag nts were re- 
ceiving more than thev earned if they 
found it possible to share them with 
brokers, and so the maximum limits 
would be reduced. Specia' agents 
should refuse to tolerate the continu- 
ance of this nractice by agents in their 
resnective territories was the advice 
of Mr. Scudder. 

The rapidly increasing consolidation 
of brokerage offices was also mentioned 
by the speaker as a feature of the 
latest competitive methods. More 
offices have combined during the last 
three months in the metropolitan area 
than for a long while previous. Of 
the 8,000 licensed brokers in this state 
fully 80% of the business is 
trated in the hands of abont 200 b-ok 
ers. To retain their ‘im‘ted shores of 
the business many of the remoining 
brokers are forced by virtue of hey 
overhead expenses either to quit the 
field or join forces with some other 
broker. 


coneen 





MR. KENNEDY’S SPEECH 
New York, June 12, 1922. 

Editor The Eastern Underwriter: My 
first thought in reading the speech at 
Syracuse of Vice-President Kennedy, of 
the Fidelity-Phenix, was one of sadness. 
Here are the leading statesmen of the 
world trying their utmost to bring about 
international amity after a world was 
torn in twain with 30,000,000 casualties; 
with nations standing on the brink and 
no one statesman, economist or finan- 
cier knowing which way they will fall, 
when along comes the officer of an in- 
surance company giving a push in the 
wrong direction, lt really is too bad 
because the American and foreign com- 
panies have much in common, work to- 
gether in committees, are side by side 
when attacked. Enemies of both swarm 
all about us. 

I say my first thought was one of 
sadness, but then came more reflection. 
Is he not an officer in an office which 


. has lost no opportunity to throw a rock 


at the foreign offices? There was a pile 
of these rocks at the start. The first 
was thrown some years ago and it hurt, 
but as the others were fired the pain 
decreased; the shock and surprise died 
down; until finally it became common- 
place and was recognized by us and by 
the intelligent agents at its true worth: 
a gesture of competition. So, when Mr. 
Kennedy stopped talking about internal 
questions and took as his target com- 
panies which have lately entered here, 
or which are native of countries “with 
Which America may some day be at 
war.”” it was just one more gesture of 
competition, but in this case there is 
some inconsistence because at least two 


of the companies under Mr. Kennedy’s 
fire are tenants of the very building 
which houses the rockthrowing com- 
panies, and together they all write in- 
surance for very wealthy clients of far- 
away lands. I will not say anything at 
this time about the excess cover con- 
tract, as enough has been written al- 
ready on that subject. 
A FOREIGN COMPANY UNDER- 
WRITER. 
PLAN GOOD-PRACTICE LAWS 
The Hudson County Underwriters As- 
sociation will hold its regular spring 
business meeting in Jersey City during 
the latter part of June. Committees 
have been appointed to formulate plans 
for a fall campaign for better practices 
among insurance men. Preliminary 
legislation is being prepared. 





PUBLIC NOT CONCERNED 





No Violation of Law to Get Lower 





Rates for Installation of 
Sprinklers 
In the case of I. Tannenbaum vs. 


Rothenberg & Company, New York, the 
digest of the decision follows: 

“A contract between a_ property 
owner and an insurance broker pro- 
viding in substance that the owner shall 
for a ~eriod of years procure through 
the broker as its agent policies of fire 
insurance on specified property and pay 
to the broker therefor certain fixed 
rates for the entire period and that 
the broker shall have the privilege of 
installing on the property automatic 
sprinklers and other fire preventing 
improvements is valid and enforcible. 


Such contract contemplates that by rea- 
son of the installation of fire prevention 
equipment the broker will be able to 
obtain the insurance at a lower rate 
than agreed to be paid by the insured 
and thus obtain a profit as compensa- 
tion for services and the contract is 
not invalid as providing for a rebate 
in violation of the insurance laws by 
reason of the bare possibility that the 
fixed rates paid by the insured may 
prove to be less than the rates exacted 
by the insurance company from the 
broker. Nor is such contract contrary 
to public policy for the public is not 
concerned with respect to the compen- 
sation a property owner may make to 
his agent or broker for services per- 
formed in securing fire insurance or 
in installing apparatus minimizing fire 
hazards.” 
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To those who know what this 


picture symbolizes, it tells a story 


of fifty-nine years of eminently fair 


dealing, courageous perserverance, 


and steady and sturdy growth. 
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At 78 Woman Agent 
Is in Mary Fisher Home 


PLIGHT OF MRS. JANE PEET 





Home for Former Professional Work- 
ers at Tenafly, N. J., Now in 
Deplorable Condition 


Many people seem to think that the 
woman in business is a twentieth cen- 
tury development. Consider, then, the 
case of Mrs. Jane Peet, 78, of the Mary 
Fisher Home for Professional Workers, 
at Tenafly, N. J.. who became an insur- 
anca agent sixty years ago and at the 
age of eighteen made $1,000 a year at 
this pursuit. Not only was she an in- 
surance agent, but she was first vice- 
principal of the first public school 
opened in Jersey City and a private in- 
structor in music and in calisthenics at 
the same time, 

“IT was never happy in the kitchen, I 
hated cooking and scouring and dish- 
washing,” she explains, ‘and I believe 
the secret of life, for girls as well as 
for boys, lies in doing what one wants 
to do and avoiding what one has no 
taste for. Parents have no right to 
force their children into the wrong 
grooves. Mine did not and my uncle, 
who was in the insurance business, took 
me right in with him. Meanwhile I be- 
came a teacher. When I was married I 
forced myself to go into the kitchen and 
learned to run my house. We can do 
almost anything we make up our minds 
to. But when, thirty-seven years ago, 
I was left a widow with children [ went 
back to teaching, which I always did 
like, though I fear my long years at it 
have made me too precise in my man- 
ner.” 

Her sight failed and she retired to 
the Mary Fisher Home, where now, 
with twenty-one other aged writers, art- 
ists, teachers and welfare workers 
there, she is wondering what will hap- 
pen, 

When Mary A. Fisher established this 
home, nearly a quarter of a century ago, 
the building seemed adequate to all 
needs. Now the plumbing is unsanitary, 
the water supply insufficient, the case- 
ments and stairs are rotting, the narrow 
passages and stairs are traps for feeble 
old feet. Unless a new building can be 
erected, these tired old brainworkers 
must be separated and go—they don’t 
most of them know where. 


WILLIAM M STREET OUTING 


Big Crowd of Local Enthusiasts Plan to 
Make Tomorrow a Day of Joyful 
Celebration; Leave at One 


Led by Eben’s Seventy-first Regiment 
Band, the William Street Club cohorts 
will break camp tomorrow at 1 o'clock 
from the corner of Maiden Lane and 
William street for the annual jamboree 
in Duers’ Grove at Whitestone Landing. 
The line of march will follow William 
street to Wall street, picking up re- 
cruits at each insurance office; then 
swerve to the left to the foot of Wall 
street, where the expeditionary force 
embarks aboard the good transport Os- 
sining. No local marine agency will 
write the hull—or for that matter cargo 
risk—with the William Street Club on 
board, it is rumored. 

Refreshments will be served during 
the journey up the Sound, Upon arrival 
at Duers’ Grove an attempt will be made 
to assemble the battalion in one orderly 
formation long enough for the photo- 
grapher to do his duties, then the enter- 
tainment will begin. A baseball game, 
races of all varieties and feature stunts 
will consume the entire afternoon. Gold 
watches have been offered by prominent 
local agencies as prizes in two races. 
A big banquet will conclude the riotous 
outburst of enthusiasm at the grove, fol- 
lowing which all hands will re-engage 
comfortable quarters on the Ossining 
for the cool ride back to New York 
town, 


Ins. Co, of N. A. Space In 
Saturday Evening Post 


CAMPAIGN 





STARTS 


Based on Building Prestige for Men 
Who Sell Fire Insurance 
Protection 


JUNE 24 


The Insurance Company of North 
America is to start a full page publicity 
campaign in the “Saturday Evening 
Post” of June 24. Some of the advertis- 
ing copy to be used during the summer 
in that publication has gone out to 
agents in a booklet, bearing the title 


“Building Prestige for the Man Who 
Sells Protection.” 


In a statement to agents and brokers 
the company, through C. A. Palmer, 


advertising manager, says: 


To responsible agents and_ brok- 
ers: The Insurance Company of 
North America, fully realizing the 
economic importance of agents and 
brokers, has deemed it advisable to 
devote its national advertising in 
“The Saturday Evening Post” to the 
building of greater public confidence 
in the men who have made insur- 
ance their life work, particularly 
pointing out the efficient manner in 
which important insurance matters 
are handled by reliable agents and 
brokers everywhere, 

This advertising seeks to tell the 
truth about the responsible agent’s 
service in a most impressive man- 
ner. I know that you will be inter- 
ested in seeing the advance proofs 
reproduced in this folder. We par- 











National Fire Insurance Company _ 
OF HARTFORD, CONN. 
Statement January 1, 1921, to New York Insurance Department 


LIABILITIES 


pause dd aaadeicndnaaicnaie sate $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Reserve, ; 


Capital Stock, all cash 
Legal Standard 


Total Assets January 1, 1921............... 
H. A, Smith, President S. T. Maxwell, Secretary 


F. D. Layton, Vice-President 


Unsettled Losses and Other Claims 


&& Roulet, Ase’t Secretary F. B. Seymour, Treasurer 
F. Cowee, Asst, Secretary 


SURPLUS TO POLICYHOLDERS. we eeee eee « -98,604,998.40 





oo ae 
R. M, Anderson, Asst. Sec’y 














of “The S 
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printing 
presses. 


covered your paper 
said the insurance agent, 
have depreciated. 
the insurance to $30,000. 


ticularly emphasize the important 
part that you play in safeguarding 
the nation’s resources. Please note 
that every insurance buyer is ad- 
vised to “consult the insurance 
agent as he would his doctor or 
lawyer.” This message will be told 
to the more than 2,000,000 readers 
aturday Evening Post.” 

I feel quite certain that the three 
advertisements reproduced herein 
will give you a ciear impression of 
how the basic idea will be treated 
in other advertisements that will 
appear regularly throughout the 
year. 

The ad of June 24 is headed 
That Forestalled 


shop in the 


The advertisement reads: 


“Vigi- 
Impending 
Ruin” and pictures a proprietor of 
midst of his 


“Since we 
stock for $50,000,” 
“paper values 
It is safe to reduce 














Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10,000,000.00 


RESERVE FOR ALL OTHER O74 


20,5 


7.95 


SURPLUS 


12,213,010.92 
42.806.008.87 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 


UPON ACTUAL VALUES ON 


DECEMBER 31, 1921 


United States Government Bonds 
owned by the Company equal its 
Capital Stock of $10,000,000 


Western Department 


var H. SAGE, Gen’! Mgr. 
Ww. LERCH, Manager 
76 West Monroe St., Chicago, Ill. 


Boston Office 





ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Home Office, One Liberty Street 
New York City 


Pacific Department 


GEORGE H. TYSON, Gen’l Agent 


210 Sansome Street 
San Francisco, California 


Marine Department 


WM.H.McGEE & CO., Gen’ Agts 
15 William Street, New York City 











“On the other hand, I must remind 
you again that your building is insured 
for only $200,000. Based on present 
building costs, you should carry $350,- 
000. Otherwise, in case of fire, you 
could recover only about one-half of 
your loss.” 


Due to the vigilance of the insurance 
agent, this printer saved the premium 
on $20,000. Moreover, he safeguarded 
his business against ruin by fully insur- 
ing his property. 

Resonsible insurance agents and brok- 
ers everywhere are earnestly striving 
towards the end that all property may 
be adequately protected. And the ser- 
vice that they render is of great benefit 
to industry and to civilization, 

Confer with your insurance agent as 
you would with your lawyer. He can 
help you quite as much—and he will. 
Any insurance agent or broker can get 
you a North America policy. 





PICTURES OF FIELD MEN 





National Liberty’s Cuts of Hadden Gray, 
Frank M. Kelley, Don Stehle, D. C. 
Thoms and W. E. Briggs 





Among special agents of the National 
Liberty, whose pictures are run in the 
current issue of the Home Office publica- 
tion of that company are those of Had- 
den Gray, in charge of Central New 
York territory, with headquarters in 
Syracuse; Frank M. Kelley, in charge of 
Kastern New York; Don Stehle, Jr., 
traveling in Western Pennsylvania 
field; D. C. Thoms, associate manager 
of Pittsburgh, and W. E. Briggs, in 
charge of Western Pennsylvania field, 





UNTERMYER CALLS EVANS 

Counsel Samuel Untermyer of the 
Lockwood Legislative Committee has 
his gaze fixed again upon fire insurance. 
Henry Evans was subpoenaed last 
week but was not called owing to the 
prolonged investigation of the steel 
merger. When the committee recon- 
vened yesterday it was understood that 
Mr. Evans and several other fire in- 
surance executives might be called to 
the witness stand. Mr. Untermyer will 
direct his inquiry into investments it 
is believed. 





. AFIA LIVERPOOL AGENT 

Philip B. Cruttendon, marine under- 
writer in Liverpoo! for the British 
General, has been appointed by Marine 
Manager John Ferguson of the Ameri- 
can Foreign Association to represent 
the Association in Liverpool. Policies 
will be written in the name of the 
Home. 





PREMIUMS AHEAD OF 1921 

In line with reports that the marine 
insurance business in the local market 
is evidencing signs of improvement one 
company underwriter says that for the 
first five months of 1922 premiums were 
considerably in advance of those re- 
ceived during the corresponding period 
of 1921 and losses, on the other hand, 
have fallen off. As it should be. 


VISITING CHICAGO 
George Muldaur, of the Underwriters’ 
Laboratories, is visiting the Chicago 
offices, 
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Sudden Death Of 
Clarence E. Porter 


WAS ILL ONLY A SHORT TIME 


Had Been President of Three Fire 
Insurance Companies; One of Best 
Known Underwriters 

Clarence E. Porter, who died unex- 
pectedly this week and was buried in 
Philadelphia on Wednesday, was presi- 
dent of three companies in his time, and 
had been an insurance man from the 
first day he left public school in that 
city. He knew the fire insurance busi- 
ness as few men knew it, and it was 
generally conceded that he was an un- 
derwriter of the top rank. 

Mr. Porter joined Alfred M, Bost & 
Co. on May 15, being elected vice-presi 
dent He came here from Chicago 
about June 1 and had only been in the 
Best office a week or so when he be- 
came ill of ptomaine poisoning, but his 
death was due to heart disease. He 
was at the home of his daughter in 
Yonkers when he died. 

The Funeral 

The funeral on Wednesday was at 
tended by a number of insurance men, 
including Louis H. Wiederhold, Jr., o1 
the Underwriters’ Association of the 
Middle Department; John J, P. Rodgers, 
secretary of the Insurance Company of 
State of Pennsylvania; J. W. Stevenson, 
local manager of the Liverpool & Lon- 
don & Globe; Alfred M. Best and J. 
Harvey Patterson, of Alfred M. Best & 
Co.; Horace Walton, James McGann, 
W. G. Prince, Fred Holman, Ernest 
Simpson and others, 

Mr. Porter was an able committee 
man for the National Board, The records 
show that he was chairman of the Mem- 
bership Committee from 1900 to 1910 
and of the Committee on Statistics from 
1910 to 1915, thus making him an ex- 
officio member of the Executive Com- 
mittee through a period of fifteen years, 
which is unusual. He was a member of 
the Committee on Lighting, Heating and 
Engineering Standards from 1915 to 
1916, of the Committee on Clauses and 
Forms from 1918 to 1919, of the Com 
mittee on Uniform Accounting from 
1918 to 1920, and when he died was a 
member of the Committee on Construc- 
tion of Buildings. 

Mr. Porter’s first work in insurance 
was in a local agency with which he 
rose to be chief clerk. His first com- 
pany experience was with the old Spring 
Garden, where he became special agent, 
assistant secretary and in 1903 presi- 
dent. Two years later he was made 
president of the American of Philadel- 
phia, in addition, and when the Spring 
Garden was merged into the Insurance 
Company of the State of Pennsylvania 
Mr. Porter became president of that 
company. In 1913 he was brought here 
by Colonel Wray to become assistant 
United States manager of the Commer- 
cial Union and allied companies. In 
January, 1921, he went to Chicago as 
manager of the Western Department to 
succeed Colonel H. C. Eddy, who retired 
after a long career. He resigned from 
that position only recently to go with 
the Best company, 


AGENTS GET HARVEY W. LAIRD 





Former Deputy Insurance Commissioner 
of Alabama Joins National Asso- 
ciation of Insurance Agents 


Harvey W. Laird, who at one time 
ran the Alabama insurance department, 
and knows many insurance men, has 
gone with the National Association of 
Insurance Agents. Fol!owing his ser- 
vice with the Alabama department he 
became assistant to the president of 
the Southern States Life Insurance 
Company, in. charge of publicity and 
publie relations. 


The Smoke and Cinder Club is having 
an outing at Bedford Springs, Pa., this 
week, 


MAKES STAGE DEBUT 


James A. Swinnerton, President of the 
American Eagle, Has Part in 
Famous Friars’ Frolic 
At the recent annual Friars’ Frolic, 
given by the famous club, The Friars, 
at the Lexington Opera House, before 
one of the most distinguished audiences 
which has gathered this season, the first 
part was a minstrel show in which all 
the participants were in white face. 
Seated among the actors on the stage, 
who included Willie Collier, George M. 
Cohan, Frank Tinney and Raymond 
Hitchcock, was James A. Swinnerton, 
president of the American Eagle. Mr. 
Swinnerton, who 1s a member of the 
club, was asked to help fill out the pic- 
ture, which he obligingly did, although 
it was a hot night and he would have 
enjoyed the show more from the front. 


MINIMUM POLICY CHARGE 
It’s $3.50 on Automobile Coverage; Ex- 
tension of Mandatory Use of Lock 
Penalty; Restricted Theft Clause 


At a meeting of the Executive Com- 
mittee of the Kastern Automobile Un- 
derwriter Conference on Monday, June 
12, a minimum policy charge of $3.50, 
subject to no further reductions, was 
adopted effective immediately. This ac- 
tion followed a referendum of associa- 
tion members and the new rule is being 
put into effect by circularizing the mem- 
bers. The mandatory use of the lock 
penalty requirement was extended to 
include the entire counties of Essex, 
Bergen and Hudson, instead of the cities 
of Hoboken, Jersey City and Newark 
as heretofore, effective on all policies 
written after July 1. 

The restricted theft clause was voted 
mandatory on all new or renewal busi- 
ness in the metropolitan district issued 
on and after July 1, and was declared 
applicable to all entries made or certifi- 
cates issued under the open _ policy 
forms “A” and “AA”. The earlier action 
was reaffirmed, stating that the three- 
fourths value clause is applicable to all 
classes of automobiles except dealers 
and manufacturers, 


PERCIVAL BERESFORD BACK 

Percival Beresford, United States 
manager of the Phoenix of London, has 
returned to New York from England. 


Charles J. Herbold, general agent of 
the Buffalo Insurance Co., of Buffalo, is 
dead. 
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NEWS OF C. T. LOWNDES & CO. 





Charleston Agency Gets Hartford and 
Southern Home; Had Been With 
Middleton & Co. 


(Special to The Eastern Underwriter) 

Charleston, S. C., June 13.—Broad 
street in Charleston is almost as well 
known as a fire insurance center as 
William street in New York, and any- 
thing that is a matter of general interest 
to the insurance fraternity along Broad 
street usually proves to be well worth 
while. And there is no gainsaying the 
fact that the recent developments con- 
nected with the old and well-known 
agency of C. T. Lowndes &’Co. have 
provoked considerable comment on the 
Street. 


First came the announcement subse- 
quent to the death of the senior part- 
ner—Mr. Henderson—that G. Jeff Mc- 
Dowell had been taken into the firm; 
this was promptly followed by the an- 
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Losses Paid over $210,000,000 


nouncement that.the branch office of 
the Liverpool & London & Globe would 
be discontinued. The passing of the 
branch office of the L. & L. & G.—an 
unique arrangement here which had 
stood unchanged for more than sixty 
years—marked a new era and C, T. 
Lowndes & Co. were appointed local 
agents. 

While the Street was still discussing 
development number two came the news 
that C. T. Lowndes & Co. had been ap- 
pointed local agents for the Southern 
Home, thus breaking the tradition which 
had clung to the firm through its many 
years as local managers that no other 
company save the L & L. & G.. should 
be represented. 


The announcement this week by Spe- 
cial Agent R. L. Bailey, of the Hartford, 
that the Charleston representation of 
the Hartford has been transferred to 
C. T. Lowndes & Co. marks the latest 
move in the game and has provided the 
Street with a topic of the deepest in- 
terest. 


Many years ago the Hartford was 
represented in Charleston by the father 
of G, Jeff McDowell, who has so recently 
entered the firm of C. T. Lowndes & Co., 
and there is a sentimental interest in 
the fact that once more the Hartford 
agency has a McDowell in the firm. 


But aside from this, the Hartford for 
the past fifteen years or more has been 
represented in Charleston by W. D. Mid- 
dleton & Co., and the transfer of the 
company to C. T. Lowndes & Co. has 
come as a distinct surprise to the in- 
surance fraternity of Charleston. Mr. 
Middleton is general agent for the state 
for the Globe & Rutgers and the Mary- 
land Motor Car Co. and is also vice- 
president and manager of the Charles- 
ton Insurance & Trust Co. 





The Casualty Information Clearing 
House has made public a letter from 
Commissioner Fishback, of Washington, 
that Charles S. Best, brother of A. M. 
Best, is attorney-in-fact for the Auto- 
mobile Insurance Exchange of Seattle. 








VIGILANCE COMMITTEE 
(Continued from page 15) 
successful, and it will all result in a 
much better class of local agents and 
brokers doing business. After all is said 
and done, there is little friction between 
legitimate agents, companies and the in- 
sured. It is the half-baked agent, the 
poorly insurance equipped premium 


grabber who causes most of the trouble 
by ignorance, greed and lack of under- 
standing of the rudiments of the insur- 
ance business,” 
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49 Cuban Warehouses 
Filled With Old Goods 


MAJORITY OF THEM PILFERED 





Underwriters Not Responsible for 
Losses, Surveyor E. A. Palmer 
Finds After Long Investigation 





No superabundance of merchandise 
today congests the docks at Havana, 
Cuba. Shipments pass through the 
Custom House and are removed by 
consignees within five days following 
the arrival of vessels but relics of the 
1920 chaotic congestion still remain to 
disturb economic affairs. They are 
stored in about 49 warehouses and con- 
sist of shipments of goods which ap- 
parently have no owners and which 
will be sold ultimately at auction by 
the Cuban Government authorities to 
pay fees and other charges now ac- 
cumulating on these goods. The lead- 
ing question today is, what will be- 
come of this merchandise in the inter- 
val before the Cuban Government dis- 
poses of it and what will be the posi- 
tion of the marine underwriters in this 
controversy ? 

E. A. Palmer, an expert surveyor and 
appraiser from New York, dispatched 
to Cuba in 1920 during the height of 
the upheaval, has returned with a full 
report of his special work, the encour- 
aging gist of which is that the marine 
underwriters have paid the bulk of their 
legitimate claims on old time Cuban 
losses. Mr. Palmer represents the un- 
derwriters’ interests and said, when 
interviewed by The Eastern Under- 
writer, that he saw few instances where 
underwriters could properly be asked 
to bear the burdens of the heavy losses 
suffered by these shipments during the 
two years they have been battered 
around, unprotected, by the weather 
and thieves. Loss departments have 
been swamped by a flood of claims, the 
great majority of which however will 
be thrown overboard. 

Albert R. Lee, Mr. Palmer and Mr. 
Amberg, counsel, from the office of Har- 
rington, Bigham & Englar, constituted 
the party negotiating in Cuba for the 
underwriters’ protection after the Gov- 
ernment had fixed the limit for the ex- 
tension of time for holding goods for re- 
clamation. They found as was expected 
that even the cases of merchandise 
which were still lyiag around unclaimed 
upon their arrival were thoroughly pil- 
fered, Rocks, bricks, straw, wood and 
often nothing more nor less than the 
pure unburdened atmosphere formed the 
contents of many packages. The re- 
sponsibility for these losses will not 
fall upon the marine insurance com- 
panies Mr. Palmer says, but upon either 
the shippers or consignees as the facts 
of each instance are brought to light 
through legal channels. 


Losses Inflated by Poor Adjusting 


Although the loss departments of in- 
surance companies have now checked 
the outward, flow of funds used. for the 
payment of Cuban congestion claims 
it is the contention of Mr. Palmer that 
a host of these claims were never bona 
fide. Careless adjustments on the part 
of representatives of American com- 
panies, in his opinion, have cost many 
thousands of dollars. He discovered 
upon investigation in Cuba that cer- 
tain surveyors from the United States 
mere'y conferred with claimants, ac- 
cepted their stories of losses without 
examining the goods or ascertaining 
definitely whether the damages were 
covered by the policy conditions and 
forwarded loss reports to the home 
offices with instructions to settle in 
compliance with the figures fixed by 
the claimants. Had these bad adjust- 


ments been avoided the financial de- 
bacle in Cuba would have proved some- 
what less costly to the American com- 
panies, even though it is not to be 
supposed that all c aims were not per- 
fectly legitimate. 

The most interesting and also the 
most humorous side of the Cuban 
losses hinges on the stories of thefts 
and pilferages. Stealing in Cuba is not 
essentially a crime, it seems, but an 
expedient and common means of liveli- 
hood generally undertaken at the ex- 
pense of foreigners. Dockhands, steve. 
dores and ship-workers of a'l varieties 
receive their scheduled pay from their 
employers at decidedly irregular inter- 
vals during these times of financial 
depression. To tide over periods when 
income is interrupted manual workers 
“borrow” from the merchandise they 
handle. Police regulation is lax, the 
legal procedure necassary to convict 
a person charged with stealing is so in- 
tricate as to be an impossibiity when 
a foreigner is pressing charges and the 
attitude of the population so indifferent 
to petty wrongdoing that marine in- 
surance surveyors waste little time try- 
ing to bring thieves to justice. 

Recently Mr. Palmer was called upon 
to give advice to a shipper who had dis- 
patched forty-three cases of merchan- 
dise to Cuba a year or so ago and who 
had only recently taken steps to reship 
his goods to the United States. He found 
forty-one of his cases empty and the 
other two partially pilfered. So far as 
his insurance coverage is concerned he 
has no redress for his policies expired 
many months ago. Mr. Palmer is the 
patient listener to many such tales of 
woe from shippers whose consignees 
have refused delivery of shipments sent 
during the height of the financial col- 
lapse and tries his best to give a bit 
of profitable advice. 

The matter of poor packing by Ameri- 
cans comes to the fore in every dis- 
cussion of causes of heavy losses. Mr. 
-almer found that cases from the 
United States invariably offered easier 
opportunities to thieves than those ar- 
riving from Europe purely because of 
the inherent defects in the packing. 
The necessity for better packing has 
been stressed so frequently in marine 
insurance circles that it is as an heir- 
loom from the stone age but neverthe- 
less its importance is no less vital to- 
day than when Noah packed his animals 
on the Ark, 





MANY MUTUALS FORMING 


More than ten automobile mutual 
companies have given intentions of or- 
ganizing to handle taxicab liability 
lines. In view of the fact that most 
of these mutuals have affiliations with 
taxicab companies it is thought very 
unlikely that the stock company mem- 
bers of the National Bureau will re- 
ceive more than a small percentage 
of the premiums on this business. 


Benefits of British 
Full Cover Policies 


UNLIMITED PUBLIC LIABILITY 


Personal Accidents Insured Against; 
Bonus to Assured of 10% for Re- 
newal if No Claims Are Made 


The “Policy,” an Eng ish contem- 
porary, which published last month its 
enhual automobile number, gives in 
that issue a summary of the benefits 
ot the private motor-car comprehensive 
policies Which are permitted to be is- 
sued in KMngland. such policies have 
some adaitional benetits not included 
in American covers. Following is a 
aescripuon of the range of protection 
available under the foreign po.icy: 

Ciaims by the Fublic 

Unlimited indemnity as regards risks 
situate in Great HKritain.—-insured in- 
ademnified whiie driving any other car. 

Liability to passengers..-Law costs 
if incurred with the company's consent. 

Kelations and friends of the insured 
driving witk his consent indemnified 
against claims by the public. 

Policies generally as above. Some 
policies timit the h.p. of other car and 
contain the proviso “if own car is not 
in use.” Other policies stipulate that 
driver must be licensed. 

Damage to or Loss of Car 
(Up to Full Value) 

Damage to or loss of car by fire, 
theit, or any other cause (excepting 
wear and tear,-mechanical breakdown, 
earthquake, invasion, foreign enemy, 
riot, civil commoti n, or military or 
usurped power).—Wilful damage.— 
klectioneering risks.—Tires (exc.uding 
punctures), lamps and accessories cov- 
ered without exclusion of any initial 
amount. 

A number of offices cover the riot 
or civil commotion risk. Some offices 
specifically exclude damage by frost. 

Many companies cover against loss 
or damage by fire or theft of rugs, 
wraps, luggage and fittings, also un- 
expired’ portion of license, while on 
car or in any private garage up to 
£20 any one loss. In addition some 
offices grant cover against fire to 
garage up to £100. 

Replacement Value 

In the event of total loss or destruc- 
tion of the said motor-car the company 
will pay to the insured the reasonable 
market value at the time of such loss 
or destruction, but in no event shall 
the company be liable for a greater 
sum than the value of the said motor- 
car as stated in the schedule hereto. 

Personal Accident 

In direct connection with own car 
or while mounting into, dismounting 
from, or traveling in any other private 
car. 

2) Sener Cor Creer 


£1,000 
(2) Loss of two limbs or two ° 


RTE TCR £500 
(3) Loss of one limb and one 
CG vetdicacieneanaecens £500 


(4) Loss of one Limb or one 


CE dic wkansdacueande es £250° 
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INDEMNITY MUTUAL MARINE ASSUR- 
ANCE CO., LTD., OF LONDON, ENGLAND 


Incorporated 1918 


APPLETON & COX, Inc., Attorney 
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The indemnity for (1), (2) and (3) 
in some offices is £1,000, and for (4) 
£500. In addition, in some cases the 
assured are covered “in direct connec- 
tion with any private car.” The cover 
may be extended to the owner’s wife. 

Medical and Surgical Expenses 

Up to £10 10s. in respect of each 
person for injuries to insured, the 
driver or other occupant of the car. 

Many policies give cover up to 25 
guineas. 

Police Court and Inquest Proceedings 

Cost of representation in proceedings 
arising out of any accident covered by 
the policy. 

Generally covered. 

Transit 

Loss of or damage to car during 
transit by road, rail or inland water- 
way, or by sea between any ports in 
the United Kingdom, or by short sea 
routes between the United Kingdom 
and the Continent of Europe or Algeria 
and Tunis. 

General covered. 

Repairs 

Reasonab’e repairs to the car neces- 
sitated by an accident may be put in 
hand at once without waiting for the 
company’s consent. 

In the case of some offices immedi 
ate repairs are only allowed up to £10 
without company’s consent. 

Continental Travel 

Policy can be extended without extra 
charge while car is in use in Algeria, 
Tunis, or on the Continent of Europ. 
for not more than three months in any 
year.—No exclusion of any _ initial 
amount. 

In many cases the countries excluded 
are the Balkan States, Russia, Greece 
and Turkey. 

Bonus 

If no claim made in any year, 10 
per cent al’owed off following year's 
renewal premium. 

A number of offices allow 15 per cent. 

Reductions 

If owner (or any named person other 
than a paid servant) only drives, 10 
per cent. 

If insured bears: First £2 10s. acci- 
dental damage, 5 per cent, any loss, 7% 
per cent; first £5 accidental damage, 
7% per cent, any loss 10 per cent; first 
£10 accidental damage 10 per cent, 
any loss, 12% per cent. 

If more than one car insured:—Two 
cara, onlv ore in use at a time, 25 per 
cent; two cars, both in use at a time, 
15 per cent; three cars, only one in use 
at a time, 30 per cent;, three cars, only 
two in nse at a time, 25 per cent; three 
cars, a'l in use at a time, 20 per cent. 

In other cases the reductions are as 
follows: 

Named person driving, 15 per cent. 

Excers Claims.—If assured bears first 
part of each accident:—Amount, £5, 
under damage section 15 per cent re- 
duction, under all, 20 per cent; £10, 
20 per cent reduction and 25 per cent. 

More than one car insured:—Two 
cars, one in use, 25 per cent. reduction. 

These reductions are the same 
throughout. 





MORE LINES CLASSIFIED 

Additional steamship lines have been 
granted first-class liner classifications 
for cargo insurance purposes by the 
committee of marine insurance under- 
writers, of which Charles R. Page, of 
the Fireman’s Fund, is chairman. While 
the recommendations of the committee 
are usually followed, they are in no 
wise compulsory upon the market, which 
is free to charge rates in accordance 
with the judgments of individual under- 
writers. The lines involved in the latest 
findings include the Mallory Transport 
Lines, A. H. Bull & Co. and the Export 
Transportation Company. Also the 
steamers operated by Moore & McCor- 
mack from North Atlantic ports to Irish 
ports have received classifications 
equivalent to those of their foreign com- 
petitors, 





LEAVE WESTERN CONFERENCE 

The Federal, Alliance, Marine of 
London, and the Sea of Liverpool, all 
of Chubb & Son’s office have resigned 
from the Western Automobile Under- 
writers’ Conference, effective August 6. 
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Purification of British Marine Insurance Market 


The high hopes entertained by the 
promoters of new companies in 1919 
and in the latter part of the war years, 
have in most cases been dashed to the 
ground, 


Since 1921, altogether 24 companies 


Genera’ Marine Underwriters Assn.... 
Clyde Marine 
Eucrate Marine 
British Ensign 
London Shipping & Marine............ 
British Istes Marine & Genl........... 
Franco British 
British Citizens 


Greater Britain 


British Reinsurances Ltd............. 
Regal Fire & Accident.........--+++++ 


Orb Marine 
Norske Lloyd 


Capital & Counties.............5eeee: 
ee re eee een 
Pacific Marine 
City Equitable Fire...........+.eeeee- 


City Equitable Associated............. 


City OE LORE .o.ose.o:0'5 00:00: 0'0:9:09 0056 60100 


First National Reinsurance............ 


transacting business on the London 
market have gone into liquidation, 
while seven others withdrew. The list 
of companies in liquidation is the fol- 
lowing: 


> Class of 
Nominal Business 
Founded Capital Transacted 

1918 £100,000 Marine 

1915 50,000 Marine 

1917 500,000 Marine 

1919 200,000 Marine 

1917 500,000 Marine 

1918 150,000 Marine 

1917 500,000 Marine 

1909 100,000 Marine—(Fire & 
Accident) 

1918 1,500,000 Marine — (Fire, Ac- 
cident, etc.) 

1918 30,000 Marine—(Reinsur- 
ance) 

1900 100,000 Marine, Fire, Ac- 
cident, ete. 

1917 500 Marine 

1905 2,819,428 Marine, Fire, Ac- 
cident, etc. 

1908 150,000 Marine, Fire, Ac- 
cident, ete. 

1898 500,000 Marine, Fire, ete. 

1906 262,860,000 Marine 

1908 375,000 Marine, Fire, Ac- 
cident (Reinsur- 
ance only) 

1921 1,100,000 Holding Company 
of sundry marine 
and general in- 
surance ¢ oO m- 
panies 

1908 500,000 Marine, Fire, Ac- 
cident 

1919 250,000 Marine, Fire, etc. 


(This Company has since formed a new Board and will probably resume 


operations) 
Traders. &. General. ...cccvcs cssacsase 


Polo.) a en ae eer 
Fondon & YoOrksnire.... coc cccccscsvces 
United Kingdom Colonial & Foreign. . 
TRSUTRDOO OO. TAG sc 6. 6.:0 0 win'4.6 85 0,06 01010, 


COMPANIES WITHDRAWN 


Employers Liability Assurance Corpn., 
Foncier de France, 

Victory Insurance Co., Ltd., 
Insurance Office of Australia, 
Mutual Property Insurance Co., 
Transat’antic Insurance Co., Ltd., 


Ltd., 


and several other small foreign companies of little importance. 


The next few months will no doubt 
see the liquidation of a few more com- 
panies. The marine market in London 
is still very large, the more so in view 


SWEDISH MARINE CONDITIONS 





Companies There Fairly Stable as Few 
War Babies Inflated Market; 
Some Difficulties Exist 





The report of the economic, commer- 
cial and industrial situation of Sweden, 
which has been issued by the Depart- 
ment of Overseas Trade, says “The 
Policyholder,” of Manchester, England, 
contains an interesting note on the 
marine insurance market in this coun- 
try. Although the market is suffering 


_severely from the universal stagnation 


owing to laid-up tonnage, low freight, 
and pilferage losses, there is, perhaps, 
a better chance for Swedish companies 
to weather the storm than those of 
many other European markets. In the 
first place, only four new companies 
came into the business during the war, 
bringing the number at present operat- 
ing in Sweden up to fifteen, while three 
mutual clubs also carry on direct busi- 
ness. Most of these concerns are said 
to be thoroughly stable, due, in part, to 
the cautious policy which they have pur- 
sued, and also, in part, to the fact that 
they have accumulated reserves out of 
past profits. 


The report naturally deals with the 


1907 500,000 Marine, Fire & 
general 

1918 500,000 Marine & General 

1918 100,000 Marine 

1918 500,000 Marine (ceased 
underwriting in 
1919) 

of lack of sufficient business in the 


market today owing to world trade de- 
pression. 


possibility of an extension of British 
activity in Sweden, and it remarks that 
before the war most of the re-insurance 
business was done through Germany, 
but that now Danish and Norwegian 
companies are acquiring the business. 
“There is, however, every reason to be- 
lieve that if British companies would 
consent to accept at least facultative re- 
insurances on Swedish currency, and on 
the conditions which prevail in this 
country, a much larger amount of re- 
insurance business would be effected.” 


This is undoubtedly correct, but there 
are difficulties in_the way of which the 
compiler of the report is evidently un- 
aware. The Swedish market does not 
hesitate to avail itself of the advantage 
which London offers in the way of re- 
insurance, but, generally speaking, the 
London market is none too eager to 
accept Swedish business on Swedish 
terms. This may be accounted for by 
the fact that London has had an un- 
fortunate experience with Swedish busi- 
ness in the past, and there is every 
reason to believe that a development, 
which would involve the acceptance of 
a greater portion of Swedish business 
than comes at present to the London 
market, would only result in the worst 
of the business coming to this country 
while the better class of risks would be 
almost completely absorbed by Swedish 
concerns, 











THE LAW 


Relating To 


Automobile Insurance 


as stated and applied in the decisions con- 
cerning AUTOMOBILE FIRE — THEFT — 
COLLISION—TRANSPORTATION and 
INDEMNITY 
insurance policies from the first reported 
case in 1908 to the latest in June, 1921, with 
analyses of the cases 


By JOHN SIMPSON 


The subjects treated cover every point 
which has arisen in the higher courts re- 
garding automobile insurance and include: 
Power to Write Automobile Insurance, 
Constitution of the Contract, Construction 
of Policies, Representations and Warran- 
ties, Valued Policies, Depreciation, Refor- 
mation and Cancellation, Proofs of Loss, 
Powers and Authority of Agents, Brokers 
and Adjusters, Arbitration, Appraisal and 
Award, Extent of Loss and Option to Repair, 
Subrogation, Dealers’ Policies, Reporting 
Fire Losses, What Constitutes Theft, Re- 
porting Theft Losses, Return of Recovered 
Automobiles, What Constitutes Collision, 
Losses in Transportation, Violations of Law 
by Insured, Settlements with Injured Per- 
sons, Interference with Negotiations and 
Suits, Notice of Accidents, Reference to 
Insurance in Negligent Actions, Actions and 
Defenses, Public Service Vehicle Bonds, 
etc., ete. 
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CASUALTY AND SURETY NEWS 





Trying to Get 
Expiration Position 


LOCAL AGENTS AND TRAVELERS 


Syracuse Resolutions Reiterate That 
Expirations Are Agents’; State 
Fund Favoritism Denounced 








The principal casualty subjects dis- 


cussed at the convention of the New 
York State Association of Insurance 


Agents in Syracuse last week were own. 
ership of expirations and the state’s 
discriminations in favor of its own state 
fund. Relative to ownership of expira- 
tions, the convention passed this resolu- 
tion: “Resolved, That the convention 
commend the attitude of the insurance 
companies doing a casualty business 
which recognize the fact that expira- 
tions belong to the local agency; and 
be it 

“Resolved, That this association lends 
its most constant and energetic aid to 
the National Association in its efforts to 
convince the casualty companies that 
they must recognize this principle.” 

It seems that there are several com- 
panies which have not yet decided to 
endorse the plank of the National Asso- 
ciation of Insurance Agents on this sub- 
ject, one of which is the Travelers. 

The subject has been brought up at 
various meetings of the National Asso- 
ciation and other associations for a year 
or two and considerable correspondence 
between the National Association and 
the companies has been published. The 
companies which have not acquiesced 
are prominent ones. 

Had Been Discussed in Connecticut 

One of the agents at Syracuse offered 
a resolution reading ‘as follows: ‘Re- 
solved, That the National Association 
has been unable to get from the Travel- 
ers Insurance Company an expression 
as to the ownership of casualty expira- 
tions; 

“Resolved, That the incoming execu- 
tive committee secure from the Travel- 
ers a definition of its attitude regarding 
ownership of casualty expirations.” 

It was decided by the Resolutions 
Committee, the chairman of which was 
E. S. Hawley, of Buffalo, to report a 
resolution without the name of a com- 
pany, which caused several of the 
agents to arise and ask that the Travel- 
ers’ name be inserted. It was finally 
agreed to let the resolution as offered 
by Mr. Hawley stick for the time being. 


President Gardner called attention to 
the fact that the same question was up 
for discussion at the recent meeting of 
the Connecticut association, at which a 
committee was appointed to take the 
matter up with the Travelers, and ad- 
dressed a letter to President Butler. He 
answered that while as a matter of gen- 
eral principle he believed that the own- 
ership of the expirations rested with 
the agent, still, he said, he thought the 
Travelers should reserve the right to 
act as it saw fit, having in mind the 
time, place and circumstances. 

Mr. Gardner said: “I think it a good 
thing to have an understanding on this 
important subject, so that agents every- 
where will know just where they stand. 
It is particularly important in cases of 
agency changes, and of agency mergers 
or consolidations where two casualty 
companies come into an office and the 
agency which does the merging may 
want to drop one of them, In such a 
contingency the agent does not want to 
feel that a casualty company dropped 
will solicit its renewals, as when he 
bought the other agency he got rid of 
competition and did not expect to have 
the competition anyway. In buying the 
agency the purchaser, of course, got the 
good-will of the agency purchased, to- 
gether with a brand new collection of 


clients. The merging agency should not 
have to make a fight to retain these ex- 
pirations when it went into the trans- 
action in good faith.” 


State Fund Resolution 


The resolution about the State Fund 
follows: 

“Resolved, That the executive com- 
mittee, acting in conjunction with the 
legislative committee of this associa- 
tion, confer with the executive com- 
mittee of the Insurance Federation of 
New York State, if they think best, and 
have prepared a bill to be introduced 
during the first week of the Legislature 
which will bring or place the State Fund 
under the sole jurisdiction of the Insur- 
ance Department, and that the provis- 
ions of the said bill shall require of it 
(the State Fund) the same restrictions, 
regulations and requirements that gov- 
ern the other insurers, and that the 
requirements of the other insurers shall 
be identical with those of the State 
Fund; that is, what governs one shall 
govern the others; no more, and no 
less.” 

Luther Blake, of Lyons, N. Y., wanted 
to know what counties in this state are 
sarrying their own compensation insur- 
ance. He said there are counties which 
comply with statutory provisions where- 
by they pay their own losses, which he 
thought a Bolsheviki proposition. There 
had been a lot of talk in some counties 
as to how much money the counties 
were really saving in this method of 
insuring. It develops that there are 
quite a number of counties which are 
insuring themselves under compensa- 
tion. 


One of the agents did not think that 
the State Fund should be permitted to 
require thirty days’ notice in order to 
get off a compensation risk. 

Various instances of State Fund favor- 


itism resulted in the resolution hereto- 
fore mentioned being passed. 





Can Mutual Not Authorized by State 
Collect Assessments in State? 

An interesting question has arisen 
relative to the transactions of the Em- 
ployers Mutual of Baltimore which 
started out to do a world-beating strike 
insurance business, and which col- 
lapsed. This mutua! was not entered 
in this state, but solicited here. The 
point at issue is whether the receiver 
could get the courts to enforce the 
assessment clause of the policies on 
printing establishments written in New 
York State. 

At the meeting of the New York, As- 
sociation of Insurance Agents in Syra- 
cuse last week a point brought up was 
why New York State brokers were per- 
mitted to solicit for this company when 
it was not licensed. 





Insurance Group in American Construc- 
tion Council 

Franklin D. Roosevelt has been 
asked to act as president at Washing- 
ton June 19-20 of the American Con- 
struction Council which will include all 
allied interests in building construction 
work, and is divided into ten groups, 
one of which will include insurance 
people, who are recognized as being 
deeply interested in the objects of the 
new Council. 
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_Brokers Should Sell 


Supply Contract Bonds 


HELP PRODUCERS’ MARKETS 


Present Hesitancy in Trading With 
Sellers at Distance is Fear of Non- 
Delivery of Goods 


By JARVIS W. MASON, Vice- 
President American Surety Co. 

The use of bonds in connection with 
contracts to furnish supplies, which are 
of a type, which in case of default, can 
be purchased in the market from some 
other merchant, has been heretofore 
very largely confined to cases where 
the public authorities are advertising 
for bids and making awards to the low- 
est bidders. The real reason that these 





bonds were demanded was that the 
authorities were compelled to award 
the contract to the lowest bidder, so 


long as he had not been theretofore 
confined to jail, or otherwise given pub- 
lic evidence of his unfitness. 

The authorities were justified in feel- 
ing doubtful as to whether such ¢on- 
tracts would be performed unless some 
security was demanded. Asa rule such 
security is not demanded between pri- 
vate individuals for the reason that 
they select the parties from whom they 
will buy and for that matter to whom 
they will sell and in case of doubt, 
make no contract involving future de- 
liveries. It would seem desirab’e to 
incrcase the market of every manufac- 
turer and of every distributor and to 
widen the field for every purchaser and 
that so doing would aid in producing a 
standard of prices, which would be ap- 
proximately uniform throughout the 
country, and which would enable each 


purchaser to purchase at the lowest 
price which market conditions would 
justify. 


Reasons for Supply Bonds 

If we imagine that a manufacturer 
in Ohio is selling goods directly to 
purchasers in rural districts in the 
South, you will appreciate that it will 
facilitate him in making such sales, if 
he can offer in connection with each 
sale, a bond of a responsible surety 
company, guaranteeing that every con- 
tract made by his salesman will be 
faithfully carried out; that the goods 
when delivered wi'l prove up to the 
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sample, and will be delivered in the 
quantity and at the time stated by him. 

During the period that has elapsed 
since the war, we have had brought to 
our attention very forcibly, the great 
amount of unemployment, resulting 
from seasonal occupations. Many man- 
ufacturing plants today are operated 
less than full twe’ve months, or during 
part of that period operated on a part 
time schedule. This becomes neces- 
sary because of seasonal demand in 
many lines for the goods produced. 

Fortunately we live in a country 
which extends from the Canadian line 
to the Gulf and from one ocean to the 
other. We have dozens of varieties of 
climate and the seasons distribute 
themselves differently in different parts 
of the country. If every manufacturer 
handling seasona! goods and now run- 
ning part time would study our home 
market alone, and through his sales- 
man attempt to provide different local 
markets, where the seasonal demands 
occur at different periods, he would 
greatly increase the period in which 
he could run full time. If he should 
add to this a study of foreign trade 
markets and seek to locate the coun- 
tries on the opposite side of the 
equator, whose c imate corresponds 
with the climate of his home town, and 
where the seasons are at opposite 
periods of the years, I feel confident 
that when he developed these markets 
his plant would run the year around. 

Promoting Wide Markets for Goods 

No broker will find it difficult to 
demonstrate to a manufacturer the 
value of obtaining an all year around 
market, so that his plant may run full 
time throughout the vear. Twenty to 
thirty-three and one-third per cent of 
the average manufacturer’s expenses 
are made up of items, which run at 
svbstantia ly the same figure, whether 
the plant is oneratinge or not, and this 
expense, called overhead, has to be 
spread over the product of the plant. 
If by doubling his annual production 
he can spread his overhead over twice 
the amount of goods, the cost of pro- 
ducing these goods per unit is reduced 
by an amount equal to from ten per 
cent to sixteen and two-thirds per cent. 
The manufacturer, who succeeds in so 
doing, will be able further to increase 
his market bv underselling his com- 
petitor; or if that is not deemed wise, 
his profits will be materia ly increased. 

When developing new fields, what a 
tremendous selling argument it would 
be for a salesman to say that any- 
where in the United States he will 
furnish a bond of one of the surety 
companies in this country, guaranteeing 
the performance of the contract, and 
anvwhere abroad he could furnish a 
bond executed by a local surety, the 
underwriting being taken care of at the 
home town of the manufacturer. 

It must be interesting for any broker, 
who reads this to contemplate the un- 
limited scope of this field, the good he 
would do his home town by promoting 
uninterrunted operation of its indus- 


tries and what a wonderful number of 
repeats would be certain to follow the 
first bond ordered. 
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Pittsburgh University Course 
The educational work along insurance 


lines at Pittsburgh University will be 
continued. Probably, there will be a 
two-hour course offered in connection 
with the under graduate work. This 
will be for students regularly enrolled 
in the University. Then to accommo- 
date those who are already established 
in the business and cannot register in 
the day school it is proposed to repeat 
the course similar to the one given 
in April in connection with the evening 
school. Probably, it wil be repeated 
three or four times during the sessions 
of 1922-23. 
cm e » 
Radio Concerts for Placers 
It is rumored along William street 
that as a substitute for some of the now 
forbidden attractions for placers one of 
the large admitted companies is think- 
ing of installing a radiophone in the 
underwriting room, with continuous con- 
certs guaranteed. Nothing like ingenu- 
ity for inviting business. 
* * * 


Adds A. & H. Department 

With the desire to give complete in- 
surance service, and answering, what 
appears to be a demand that chartered 
rights shall be exercised, the Mid- 
Continent Life Insurance Company will 
on July 1, 1922, launch a full fledged 
health and.accident department. The 
company will not change its name, or 








any of its life insurance policies, rates 
or plans, but will merely add a health 
and accident department, which right 
was granted with the original charter 
from the state, but to this date has 
never been exercised. Policies, rates 
and literature covering this added 
branch of the business are in the mak- 
ing and by July first will be ready. 
* * * 


Mergers in Philadelphia 

The number of Philadelphia organiza- 
tions writing health, accident and death 
insurance on the mutual plan and week- 
ly and monthly premium system is grad- 
ually being lessened by mergers con- 
summated through the instrumentality 
of the Pennsylvania Insurance Depart- 
ment, the charters of the concerns quit- 
ting business being in each case sur- 
rendered to the department and can- 
celled. The business of the People’s 
Beneficial Association, formerly named 
the Cambridge and having headquarters 
in Chester, having in force 1,200 poli- 
cies and a weekly debit of $350, has 
just been taken over by the Industrial 
Health, Accident and Life Insurance 
Company, together with employing the 
agency force. The Charter Mutual Ben- 
efit Association has acquired the busi- 
ness and field staff of the New Era Bene- 
ficial Association and the Girard Bene- 
ficial Association has been merged with 
the Cosmopolitan Industrial Insurance 
Company. Several similar negotiations 
are pending. 


E. Dwight Retires 
From Dwight & Hilles 


SERVED 





THIRTY-SIX YEARS 





Is Dean of Casualty Field; Developed 
Employers’ Liability Insurance in 
This Country 





Edmond Dwight, of Dwight & Hilles, 
New York manager of the Employers’ 
Liability Assurance Corporation, and 
recognized dean of the casualty insur- 
ance field, will retire from business 
around the first of July, after thirty-six 
years of continuous service with the 
company. Charles D. Hilles will, upon 
the retirement of Mr. Dwight, become 
resident manager of the Employers’ Lia- 
bility for New York. 

Mr. Dwight has won deserved recogni- 
tion as one of the most capable casualty 
underwriters in this city by virtue of his 
successful introduction and develop- 
ment of employers’ laibility insurance 
into this country. Its place today among 
the important branches of insurance 
protection is due more to his efforts 
than those of any other single person. 
The Employers Liability entered the 
United States in 1886, the year in which 
Mr. Dwight became general agent for 
New York, a position he maintained 
until March, 1918, when he was joined 
by Charles D. Hilles, who had retired as 
secretary to President Taft. 

In other branches of casualty insur- 
ance also Mr. Dwight’s skill and under- 
writing influence has been felt and to- 
day he thoroughly deserves the holidays 
upon which he is planning. He was 
first president of the Casualty & Surety 
Social Club, president of the Casualty 
Insurance Exchange of New York and 
actively affiliated with many other or- 
ganizations working for consistent im- 
provement in methods of underwriting 
and conducting business, 

Mr. Hilles has figured prominently in 
political circles for many years, being 
today the New York State member of 








SAFETY ENGINEER 


Compensation—can you inspect 
and schedule rate a plant—experi- 
ence rate a risk? Have you ideas? 
Initiative and selling ability? Are 
you a doer and not a procrasti- 
nator? Do you believe in safety 
engineering and safety campaigns 
as a means to reduce accident fre- 
quency? If you qualify and if 
you have executive ability, and are 
an enthusiast, we want to get in 
touch with you. If you think you 
ean sell yourself and your ideas to 
us, communicate with us and give 
your reasons. Opening is with 
prominent casualty company to 
take charge of safety engineering 
work. Address: 
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OPEN JOINT OFFICE 














National Surety and Four Other Com- 
panies Unite to Write Taxicab 
Liability Bonds 





The National Surety is leader of a 
group of five companies which have 
opened a joint office at 19 West Forty- 
fourth street to write taxicab liability 
bonds under the provisions of the Tol- 
bert law. With the National Surety are 
associated the American Surety, Aetna 
Casualty & Surety, Amsterdam Casualty 
and the Fidelity & Deposit. The office 
will be in charge of Albert E. Sheridan. 
Other offices will be opened in Buffalo 
and Rochester, the two other cities be- 
longing to the first class. 


the National Republican Committee. 
During his nine years of association 
with Mr. Dwight he has gained an inti- 
mate knowledge of casualty insurance 
and is well-qualified to maintain the 
standards set by his retiring partner. 
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and Accident 
Company, Limited 


OF LONDON, BNGLAND 





HEAD OFFICE 
UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


F. W. LAWSON, General Manager 


The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 


is a mame well earned in more than fifty years of close 
co-operation with its agents. 








Over sixty years 
of public service 





INCORPORATED 1860 


UNITED 
FIREMEN’S INSURANCE 
COMPANY 


OF PHILADELPHIA 


HOME OFFICE 
430 Walnut Street 
PHILADELPHIA 


F. W. LAWSON, President 


Over sixty years of public service faithfully performed 
have established the United Firemen’s as an institution 
of utmost dependability. An old reliable company writing 
Fire, Tornado and Automobile Insurance. 
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Business Cycles and Financial 
Status of Casualty Carriers 





By L. L. HALL, of the National Bureau 


During the past ten years the casualty 
insurance business has had a tremend- 
ous growth increasing its annual pre- 
mium volume from $104,338,652 in 1911, 
to $451,112,821 in 1920. 


With an expansion so rapid as this 
in what is practically a new line of 
business, an easy opportunity has been 
afforded for the introduction of a num- 
ber of different methods of handling 
this general class of insurance. Dur- 
ing the greater part of this period the 
public has been enjoying the greatest 
prosperity that has been known in 
many decades. It has been passing 
through a period when everyone seemed 
to have plenty of money. At such 
times many buyers become less care- 
ful. They are not so particular in see- 
ing that they get full value for their 
money nor are they extremely careful 
as to the quality of that which they are 
purchasing. This is as true of insur- 
ance as of anything else. For this 
reason it has been possible for certain 
unsound methods of handling casualty 
insurance to survive as they have not 
yet had to face a “feal test of their 
ability to live under less favorable con- 
ditions. 


Close Relations to Economic Conditions 


We now have several general types 
of insurance carriers, each type em- 
bracing many individual carriers. Some 
are doubtless on very solid and sub- 
stantial foundations, while others are 
undoubtedly lacking in soundness and 
are, therefore, in a rather precarious 
position. It is probably not generally 
known that there is a very close rela- 
tion between the general economic con- 
ditions of the country and the condition 
of companies writing casualty insur- 
ance, particularly such lines as work- 
men’s compensation. The business may 
be considered as one of long term 
credits, that is, the insurance company 
holds the policyholder’s money until 
such time as losses are determined and 
due. With lines such as burglary and 
plate glass, the losses sustained under 
any policy are usually known at the 
time or shortly after the expiration of 
the policy. Consequently, the credit 
period or “lag’ between the date of 
premium payment and full payment of 
losses is comparatively short. 

On the other hand, with lines such 
as workmen’s compensation and public 
liability, it frequently happens that all 
the losses on a policy are not paid out 
or accurately determined until several 
years after the policy has been written. 
This class of risks is one involving 
very long credits, as the “lag’”’ between 
premium payment and completion of 
loss payments is great. 

During the past few years, particu- 
larly since 1916, general business con- 
ditions have made it very easy for 
an insurance company to increase its 
premium income from year to year. 
Gains in compensation insurance pre- 
miums were realized because industries 
were taking on more and more men and 
at the same time wages were rapidly 
increasing, both of which, due to the 
fact that workmen’s compensation rates 
are applied to payroll, had the result 
of materially and rapidly increasing the 
premium volume. 


Now, if we keep in mind the facts 
that the compensation business par- 
ticularly is one of long term credits 
and that during recent years the pre- 
mium income has increased materially, 
it is quite easy to see that if an in- 
surance company or organization had 
been writing this class of business 
without attempting to establish ade- 
quate reserves, the unsound condition 
of such a company might in the ab- 
fence of supervision be quite success- 
fully concealed until some little time 
after the beginning of a period of eco- 


nomic depression such as the one which 
began in the fall of 1920. 


Pyramiding Losses Disastrous 


The reason for this is that the “lag” 
previously referred to would permit a 
company writing at inadequate rates to 
continue to do business, if its premium 
volume constantly increased. Most of 
the claims arising under workmen’s 
compensation during any policy year 
involve th: payment of only a small 
percentage of the losses incurred, the 
remainder of such losses being paid 
during the years that follow. An un- 
supervised company or organization 
might then pay out of any year’s pre- 
mium income the necessary proportion 
of the losses incurred during that year, 
together with such losses of previous 
years as fall due. Such a scheme, of 
course, provides no reserve for future 
payment of losses incurred. Therefore, 
if the rates were only slightly less 
than they should be, it would be neces- 
sary for the company to make only a 
small increase in premium volume from 
year to year in order to maintain an 
appearance of solvency. On the other 
hand, if the rates were greatly inade- 
quate it would be necessary to make a 
material increase in premium volume 
from year to year, in order to post- 
pone disaster. 

This process is what might be de- 
scribed in common language as pyra- 
miding, and has extensively been made 
use of by various promoters of get- 
rich-quick schemes, who have paid their 
dividends out of accretions to their 
principal received from an increasing 
number of new subscribers. Now, just 
as every pyramid must have a base, 
any company or organization depending 
upon pyramiding its premium volume 
to pay losses would ultimately reach 
the point where further increase would 
be impossible. However, as pointed out 
above, increasing business activity and 
prosperity make the pyramiding process 
easy, but on the other hand, business 
depression and decreasing payrolls 
make it difficult or, perhaps, impossible 
for a company to increase its premium 
volume. 


Effects of Changing Conditions 

Now, let us briefly examine another 
effect of changing economic conditions 
upon the financial status of companies 
and organizations writing workmen’s 
compensation. In this line of insur- 
ance most of the benefits paid to the 
injured employees as well as the pre- 
mium paid to the insurance carriers are 
based upon payroll, but not on the 
same payroll. In the compensation law 
of nearly every state, there is a pro- 
vision to the effect that an injured 
man shall receive compensation based 
on his average remuneration during the 
year immediately preceding the accl- 
dent. The following illustration will 
show the effect of this: Suppose a 
policy were written to take effect as 
of January 1, 1918. Suppose also that 
a man were injured on the first day of 
coverage. His compensation would 
have been based on his average wages 
during the year 1917. Another em- 
ploye injured on December 31, 1918, 
would receive compensation based on 
his wages during the year 1918. From 
this it is apparent that the losses dur- 
ing any policy year will be based upon 
an average of the payroll conditions 
obtaining during the policy year and 
the year immediately preceding it, while 
the premium itself will be based upon 
the payroll conditions during the policy 
year only. During a period of increas- 
ing wages, then, the premium will al- 
ways be based upon higher wage condi- 
tions than will be the case with the 
losses. On the other hand, during a 
period of decreasing wages the reverse 
condition will hold. That is, the losses 
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will be based on higher wage rates than 
will be the case with the premium. 
This is an effect of changing condi- 
tions for which no adequate remedy 
has as yet been devised. All carriers 
are affected by it. However, those who 
are guilty of pyramiding as described 
above will be less able to cope with 
the situation. 

From this it should be apparent that 
with economic conditions as they have 
been during the past eighteen months, 
we shall probably be able to determine 
whether any companies or organiza- 
tions have been working on the basis 
of inadequate rates and paying part 
of the losses for one year out of the 
premiums of the next. 





Leslie M. Rawls, until lately financial 
editor of “The Evening Sun,” of Balti- 
more, has become associated with the 
New Amsterdam Casualty Company. 
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